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course in the principles of life in- 
surance and selling, and the facili- 
ties of a complete direct mail pros- 
pect service, are at their disposal 
Non-medical business may be writ- 


ten up to $3,000. 


Progressive life insurance agents 


Modern Service 
for Modern Agents 


Never for a moment during its 
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existence has the Peoria Life lost 
sight of its original intention: to 
provide for its agents and its policy- 
holders every service of modern life 
insurance. The history of the Com- 
pany since its beginning nineteen 
years ago is plentifully sprinkled 
with illustrations of this principle: 


Peoria Life agents may insure 
women on equal terms with men, 
including disability benefits, and 
children of any age with full pro- 
tection at age five. Liberal double 
indemnity and disability features are 
available. Our substandard depart- 
ment enables Peoria Life agents to 
deliver a policy on every applica- 
tion. A thorough three months’ 


are ambitious to broaden their field 
of usefulness and to increase their 
earnings. They find a big advantage 
in a company connection that allows 
them to offer their prospects the 
widest possible range of life insur 
ance service. 


There are practical limits, estab 
lished by sound business principles 
and approved actuarial standards, 
which a company must observe in 
gratifying so natural a desire on the 
part of its Agency Force. Within 
these limits, it has been and will be 
the purpose of the Peoria Life to 
put into its agents’ hands every 
modern device for complete and up 
to-date life insurance protection. 





























NO FEAR OF COMPETITION 


“The Spartans do not inquire how many the enemy are but where they 
are!”—Agis II, King of Sparta. 

















Neither do International Life men fear the press of competition in their 
unceasing war against uninsurance and too little life insurance. 








“A Company The International Life Man knows that his policies and his company 

willing to Pay are not to be surpassed in character of service. He goes forth with the same 

the Price Required confidence that the Kings of Sparta had in their armies. No resistance is 

to Give Service” strong enough to withstand the well-equipped, well-informed International 
Life Man, 


International Life Insurance Co. 


St. Louis, Missouri 


ROY C. TOOMBS, President 
W. F. GRANTGES, Ist Vice-Pres. and Gen’] Mgr. of Agents 














How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 


game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 
book. 


BUT add to it a generous quantity of A‘tna sales 
helps and Whatley cooperation and you have a 
life insurance business—a good business. 


ANY one of our men will tell you that the business 
idea has much greater endurance and is a lot 
more enjoyable than a short-winded frolic. 
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HARRY L. SEAY, President General Agent for the 
Over $118,000,000 Insurance in Force tua Life Insurance Company 


Some very desirable territory still open in its home State—TEXAS. Hartford Connecticut 
°o ity for the right man in Tennessee, Minnesota, Indiana, O Miselaige 
Cliecain and" Missowel yt — Fy? * —- pt > ° 
— cyl tt ES 230 S. Clark St. Chicago, IIl. 


CLARENCE E, LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 
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Disobey that Impulse : xe 
to Pass this By! Se 

























































































































































































ECAUSE the Citizens National Life has a message O o" 
“anepee ! re gre 
for you. A message that will mean dollars and + AS Pac. 
cents to you if you are contemplating making a life Ae od om 
insurance connection. rte % Wig 
See Hg? io sf 
a a teas Tht er Dh -ot ee 
The Citizens National Life is a new reseees se gy, oo dD 
company offering men desiring to Se 3 











sell life insurance in Illinois an un- 
excelled opportunity to succeed. 


Everything about the Citizens Na- 
tional is refreshing. It is a 1927 
company—built upon the experience 


























onal Lisp beoes of men trained in the school of life 
fn June 1927 with insurance selling and management. 

















p ~~ BL We invite your inquiry. 
to $300,000. 


MAIER FAATL ope 


NATIONAL LIFE INSURANCE CO. East St.Lovuts ILL. ~ 


Ww iE E&4ksivanT 


J. G. BARDILL GEORGE KABURECK 
President Sec. and Gen. Mor. 


FIELD SUPERVISOR YOUR FUTURE 


WANTED means more to you than... 










































































































































































































































































UR Florida State Agency with headquarters in _————EEee To Ph, tone future is of para- 

Orlando requires the services of a reliable and . SS 
capable Field Supervisor to begin work at once. in Whether “s .~ this company — 
ten times the business it wrote ten 


The man we want must have a satisfactory experience years ago is of little interest to you 


record both as to results and character. He should ten years UNLESS— 

be 30-45 years of age, married, and preferably but not It has to do with your future. If it 

essentially, a resident of Florida. Will pay good does then it becomes of VITAL IM- 

salary to the right man. PORTANCE, 

This position will be negotiated through the Home Life insurance offers you a real fu- 

Of as ture, a future of service and of sub- 
ce. Address communications to: stantial reward. 


The Gem City Life believes that it 
A. E. WILDER, Director of Agencies. ’ has an exceptional opportunity for the 


man who desires to enjoy his work, 


| secure a satisfying remuneration and 
Mu tu a] Tru S { ae render a real savite while so engaged. 


This company would like to hear 


LIFE INSURANCE COMPANY IN communications to 1. A. Morrissett, 









































. EDWIN A. OLSON, President A FORCE vice-president. 
¥ 77 West Washington Street 
Ai? CHICAGO,ILLINOIS —__ —$—— : : 
toes CAs Faithful as OLD FAITHFUL" | TERRITORY OPEN The Gem Ci ty Life 
C. A. PETERSON, Vice-President. ee ye Few ig a INSURANCE. COMPANY OF DAYTON, OHIO 
Virginia, Georgia, Ala- I. A. MORRISSETT, 
bama and Lowéisiana. Vice President 
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_ Back of the Advertising 
” ac M KN 


‘‘And they were a jolly good company’’. Whenever 
men have banded together and fought or worked 
successfully they were usually congenial brothers in 
arms. 




























Advertising is a window. It has been our 
aim to make it tell you of what manner of 
men are those who are banded together and 
known as the Peoples Life Company, Illinois. 


- Have we succeeded_in making 
ss Q ° = 9 
= our window attractive? Please 
let us have your opinion. 


THE PEOPLES LIFE (ILL.) 
- ADVERTISING MAN. 


s Life \ 


Life Ins, 


ife Insu} 
fe Insura 


130 N. Wells St. Chicago 


SEYMOUR STEDMAN 
President 


e Insuranj “““="" 


Secretary & Treasurer 
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GIVE LIFE PRESIDENTS 
CONVENTION PROGRAM 





Tentative Schedule of Speakers | 


for December Meeting Is 
Announced 


LIST BUSINESS LEADERS 


Leaders in Industry to Discuss “Amer- 
ica’s New Economic 
Frontiers” 


NEW YORK, Oct. 
pioneers of business, education and gov- 
ernment are coming from every section 


19.— Present day 


of the country to discuss “America’s 
New Economic Frontiers” at the an- 
nual convention of the Association of 
Life Insurance Presidents, to be held 
here Dec. 8-9. The preliminary an- 


nouncement of speakers and topics for 
the convention, just issued, reflects the 
nation-wide character of the program 

From the field of education will come 
President W. H. P. Faunce of Brown 
University and President R. B. von 
KleinSmid of the University of Southern 
California. United States Senator Wal- 
ter F. George of Georgia, President Al- 
bert S. Caldwell of the National Conven- 
tion of Insurance Commissioners and 
Superintendent Insurance James A. 
seha of New York will discuss govern- 
mental frontiers. 


of 


Many Top-Notchers 


Business pioneers appearing on the 
program come from the fields of bank- 
ing, tailroads and public utilities, as well 
as life insurance. Banking will be rep- 
resented by President Edward W. Deck- 


er of the Northwestern National Bank 
of Minneapolis. Transportation fron- 
tiers and their close relation to life in- 


surance will be discussed by President 


‘red W. Sargent of the Chicago & 
North Western Railway. Public utili- 
ties, which have grown so greatly in 


importance to the public, and also to 
insurance policyholders, will be repre- 
sented by Matthew S. Sloan, president 
of the Brooklyn Edison Company. Life 
insurance frontiers will be discussed by 
a group of insurance executives, headed 
by President Darwin P. Kingsley of the 
New York Life. 

President Archibald A. Welch of the 
Phoenix Mutual Life will be chairman. 
There will be two sessions each day. 
The convention will convene the latter 
part of Insurance Week, which is ex- 
pected to reach its former height of gen- 
eral interest and importance with the 
return of the National Convention of 
Insurance Commissioners after an ab- 
sence of two years. Other bodies meet- 
ing in New York that week include the 
Association of Life Insurance Counsel 
and the Insurance Federation of Amer- 
ica. 

The preliminary announcement of the 
topics and speakers for the convention 
is given as follows: 

“Educating Twentieth 
Pioneers,” Dr. W. H. P. Faunce, 
dent, Brown University. 


Century 
presi- 


AGENCY MEN TO GATHER 
IN CHICAGO NEXT MONTH 


PLAN ANNUAL JOINT SESSION 

| Association of Life Agency Officers and 

Life Insurance Sales Research 
Bureau to Meet 





The Association of Life Agency Offi- 
cers and the Life Insurance Re- 
search Bureau will join forces for what 
promises to be the largest and most rep- 
resentative group of agency men ever 


» , 
Sales 


The sessions to be held Nov. 1-2 
are the occasion of the eleventh annual 
meeting of the Agency Officers and the 
sixth annual meeting of the Sales Re 
search Bureau, to be held jointly in Chi 
cago, with headquarters in Edge- 
water Beach Hotel. 
been one of satisfactory growth for both 


tne 





of these organizations, the Association 
of Life Agency Officers increasing its 
membership 24, making a total of 177, 
and the Sales Research Bureau growing 
from a membership of 99 to 116 

H. H. Armstrong, superintendent of 
agencies of the Travelers, will preside at 
the opening session. The topic for dis 
cussion will be “The Agency Manager— 
His Job.” M. Albert Linton, vice-presi 
dent of the Provident Mutual, will pre 
side over the meeting on the second day 
This will be devoted to a discussion of 
“Conservation,” during which the Bu- 
reau will announce the results of two 
studies of the subject; one, a report of 
home office activity in conserving busi 
ness; the other, the fifth volume of the 
of the manager in conserving business 
The gala event of the conference will 


be the banquet on Tuesday evening 
Chairman Armstrong has secured two 
very interesting speakers for this. 

“Adjusting Government to New Ik 
mands,” Walter F. George, United State: 
Senator, Vienna, Ga 

“Life Insurance the Great Pioneer,” 
Darwin P. Kingsley, president, New York 
Life 


Laboratory Is Tomorrow's 


Dr R B von KleinSmid 


“Toda y ‘'s 
Industry,” 


president, University of Southern Cali- 
fornia 

“Exploring the Frontier of State 
Comity,” Albert S. Caldwell, president, 
National Convention of Insurance Com- 
missioners 

“The Philosophy of Law and Life In- 
surance,” James A. Beha, New York su- 
perintendent of insurance 

“Conquering New Transportation 
Frontiers,” Fred W. Sargent, president 
Chicago & North Western Railway 


Twentieth Century Banking Frontiers,” 
Edward W. Decker, president, North- 
western National Bank, Minneapolis 

“Transforming Power Into Happiness,” 
Matthew S. Sloan, president, Brooklyn 


Edison Company 

“Insuring Life Insurance Proceeds,” 
Henry Abels, vice-president, Franklin 
Life. 

“Social Injustice in Taxation of Life 


Insurance Protection,” Chandler Bullock, 

president, State Mutual Life 
“Broadcasting Economi« Freedom,” 

Frank H. Davis, vice-president, Equitable 





| 


Life of New York 

“A World's War Against Disease,” 
John K. Gore, vice-president and ac- 
tuary, Prudential 

“The New Economic Era as Reflected 


| assembled in the history of life insur- | 
ance. 


> | 


The past year has | 


manager's manual, dealing with the job | 


| FALL MEETING PROGRAM 
| ANNOUNCED BY ACTUARIES 


INSURANCE AD MEN 
HOLD LIVE MEETING 





HOLD SESSIONS NEXT MONTH 


— Cooperative Advertising Again in 
American Institute to Convene at In- 
dianapolis for Two-Day 


Convention 


Limelight at Fall Conference 
Meet in Chicago 


Announcement of the preliminary pro- PRUDENTIAL WINS TROPHY 
gram for the fall meeting of the Ameri — 
Ci Inst te of Actus -) o be held 

an nstitute of ctuaries, t e ne Conference Throwe Open Membership 


| at Indianapolis Nov. 3-4, was made this 

week by E. G. Fassel, secretary of the to Mutuals, Reciprocals, Bureaus, 
institute. Convention headquarters will 
be at the Claypool hotel in Indianapolis, 
the institute banquet being held there on . = 
the evening of the first day. There will 
be but one formal paper presented, the 
two-day being devoted other- 
wise to a discussion of papers presented 
at the previous meeting and an informal 


Associations and Boards 


Cooperative advertising occupied the 


session center of the stage at the Insurance 


\dvertising Conference fall meeting in 


| discussion of several important actuarial Chicago this week. Lyle Stephenson, 
| problems The program is as follows Kansas City local agent, unleashed a 
| Discussion of Papers Read at Previous powerful attack upon the companies 
Meeting for their failure to advertise coopera- 
The Liabilities of Pension Funds by 
li R. Corbett — 
Interpolation With Modified Coeffi- 
| clients by J. F. Reilly 
‘Modern History of Fraternal Insur- 
ance,” by Sidney H. Pipe 
Note on the “Most Probable Number of 
Deaths.” by H. L. Rietz 
| Formal Paper 
Policy Changes,” by P. C. Irwin 
Discussion of Foregoing Paper 
Informal Discussion 
l Insurance Interest 
(a) Ordinary insurance on children 
limits as to age and amount 
(b) Ordinary insurance on women 
| who are not self-supporting 
| (ec) Disability benefits in corporation 
policies 
(ad) Where insured is not the appli 
cant 
2 Aviation Hazards 
(a) Military and naval 
(b) Commercial 
ic) Passenger 
Settlement Options 
(a) What are the advantages and dis- 
dvantages of issuing single premium 
short term endowments including such 








options? | 


(b>) Does the rule of perpetuities CLIFFORD ELVINS 


> 

| apply to such settlements a President Insurance Advertising 

| (c) Can a restriction of the right of | Conference 

the beneficiary to assign or transfer be 

enforced in a state having no specifi : 

| statute? | tively. Allen D. Albert, editor of the 

| 4. Disability Benefits Evanston “News-Index,” and Henry H. 

| (a) Practice and experience | ap 

under non-medical Putnam, John Hancock Mutual Life, 
—under term policies rallied to the defense, Dr. Albert ad- 

ing? pelt a, company Justified in vrovid- | Vancing a most comprehensive solution 

ing disability benefits? | to the problem. 

(c) Recent decisions affecting disa- Outside of the cooperative advertis- 
| bility benefits | ing issue the decision of the conference 
| - . to admit to membership individuals 

; 7 " " representing any insurance company 
in Corporate Growth,” Leroy A. Lincoln, | doing business in the United States and 
general counsel, Metropolitan Life , — t oe b 2 
“Synchronizing Life Insurance Invest- | 4480 Members of associations, Dureaus 
ments with Changing National Needs,” | and boards which are interested in in- 
James Lee Loomis, president, Connecti- | surance advertising instead of limiting 
cut Mutual Life | the membership to stock, fire and cas- 
| 


ualty companies was the outstanding 


Reception Committee Appointed 
development. 


| The reception committee to serve at | The Prudential’s graphic geenral mag- 

the Life Presidents’ convention, is as : - " } Hol 

follows: Alfred Hurrell, Newark. chair- | 22ine advertising won for it the Hol- 

man: Herbert C. Cox. Toronto, vice- | combe trophy for 1927. The trophy was 
‘ 

chairman; Oswald J. Arnold, Minne- | presented to the company by Homer 

apolis; Morgan B. Brainard, Hartford; | Buckley, chairman Chicago Advertising 


(CONTINUED ON PAGE 17) Council. Five companies participated in 
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the competition this year, the Pruden- 
tial, Boston, North America, Hartford 
Fire and the London Life of Canada. 

“The views expressed by Ernest 
Elmo Calkins and the insurance press 
represent the extremes of the pendu- 
lum,” said Dr. Albert. “There is a 
middle ground which we must seek in 
the solution of our problem.” 


Newspaper Advertising Fifth Says Albert 


It is to supplement rather than to 
supplant this method of bringing to the 
public the message of insurance that Dr. 
Albert advanced these five steps: (1) 
The education of the educators of the 
country to the place insurance should 
hold in economics; (2) the arrangement 
of courses in universities and high 
schools in which will be taught the rela- 
tionship of insurance with the elimination 
of waste; (3) prize contests for essays 
on insurance to stimulate constructive 
thinking on the subject; (4) publicity to 
educate newspaper editors about insur- 
ance; (5) and after all these steps have 
ben well worked out, newspaper adver- 
tising may be utilized to further spread 
the message. 

The reception of this program met 
with instant enthusiastic response from 
the convention. Its adoption as a pro- 
gram for public relations work was 
later suggested by John Hall Woods, 
Great Northern Life. 

Henry H. Putnam, John Hancock 
Mutual Life, said he did not believe that 
companies should enter into any national 
advertising campaign—that the agents 
were the ones to run such campaigns 
as they were ultimately the men who 
would benefit most directly. 

“The trouble with all cooperative 
campaigns thus far discussed is that 
they leave out of the picture the agent. 
Any campaign or program which con- 
templates in any way the elimination 
of the American agency system is 
doomed to be without the agents’ sup- 
port,” said Paul Speicher, associate edi- 
tor Insurance R. & R Service. 

Preceding Lyle Stephenson’s arraign- 
ment of the insurance companies the 
opening session of the conference was 
called to order by President Clifford 
Elvins, Imperial Life of Canada. Over 
125 delegates were registered. John 
Hall Woods, Great Northern, program 
chairman, announced the keynote of the 
convention, “The Mind of the Buyer.” 
Psychology, color and conservation were 
at the forefront of the stage at this 


meeting. 

Doolittle Wins “Ad” Copy Prize 
__“Seek ‘that something’—that unique 
idea—that thing which makes your 


product different and more acceptable 
than the rest, if you would be success- 
ful in advertising,” Joseph P. Licklider, 
director of advertising, Missouri State 
Life, said at the Monday luncheon. 
S. C. Doolittle, Fidelity & Deposit, was 
awarded the “Weekly Underwriter” 
prize for excellence in advertising copy. 
The prize, a trip to Bermuda, was 
awarded by Fred W. Sarles, assistant 
secretary, Weekly Underwriter Com- 
pany. 

George E. Crosby, Aetna Fire, pre- 
sided over the Tuesday’s sessions. The 
results of the Federal Life newspaper 
compaign were given by Cava- 
naugh, vice-president Federal Life. 

Charles R. Wiers, president Direct 
Mail Conference, in talking on business 
letters stressed the necessity of thor- 
ough preparation and the use of com- 
mon sense in letter writing. 

Further discussion of cooperative cam- 
paigns were made in the form of re- 
ports on various campaigns of this type 
already run. Leo Thieman, Casualty 
Information Clearing House, told of the 
successful “Insure in April” campaign. 
E. Chester Sparver, Connecticut Mutual, 
gave same details on a cooperative com- 
pany and agency campaign. Paul R. 
Speicher, Insurance R & R Service, gave 
a detailed story of how a campaign was 
run in the Indianapolis newspapers by 
Indianapolis life agents. 

Hary A. Warner, Maryland Casualty, 





PROGRESS REPORTED BY 
NATIONAL LIFE U. S. A. 


MERGER PLAN IS COMPLETED 


Business of Michigan Mutual Life As- 
sumed Without Hitch—Territories 
Adjusted 


Although the merger plan has been 
operative only since May 1, 1927, the 
National Life, U. S. A., has practically 
carried through all adjustments incident 
to assuming the business of the Michi- 
gan Mutual Life. 

Territorial obstacles have been over- 
come by consolidation of agencies, divi- 
sion of sections and extensions of activi- 
ties of territorial supervisors. Policies 
have been revised, new forms issued and 
the agency organization generally 
strengthened. 

Production Stimulated 


The result has been a decided stimu- 
lus to new business production. August 
showed nearly 100 percent increase in 
volume and September almost the same. 

The company has completed all phases 
of the merger, including re-establish- 
ment of home office equipment in Chi- 
cago, contract and territorial adjust- 
ments, transfer of all assets, and 
absorption of Michigan Mutual capital 
and surplus by enlarging the National 
Life, U. S. A., capital to $2,000,000, thus 
providing about $5,000,000 capital and 
surplus as additional protection to le- 
gally required reserves of about $47,000,- 
000. The insurance in force approxi- 
mates $300,000,000. 

The company now ranks as one of 
the largest financial institutions not only 
in Chicago, but in the entire life insur- 
ance field. 


ended the general session with a report 
of the great comprehensive work ac- 
complished by the Insurance Advertis- 


ing Conference public relations com- 
mittee 
Hear Wisconsin Governor 

Following the adjournment of the 
general sessions Tuesday noon, the in- 
surance advertising men joined the 
luncheon group of the Direct Mail As- 
sociation and heard Fred R. Zim- 
merman, governor of Wisconsin, and 


Walter Strong, publisher of the Chicago 
“Daily News,” speak on “Advertising.’ 
Annual Meeting Changed to Fall 


According to the new constitution and 
bylaws the annual meeting will be in the 
fall instead of in the spring as hereto- 
fore has been the custom. The present 
officers which were elected last spring 
will hold over until next fall. The office 
of secretary and treasurer has been di- 
vided and a salaried executive secretary 
also provided for. A more comprehen- 
sive confidential advertising service will 
be rendered to all active members. he 
old Class B members classification has 
been done away with and there are now 
but two groups, the active and the hon- 
orary. John W. Longnecker, Hartford 
Fire; George Crosby, Aetna, and Leon 
A. Soper, Phoenix Mutual, composed the 
committee which prepared this new con- 
stitution and bylaws. 

The dinner dance Tuesday evening 
brought the conference to a fitting 
finale. J. L. Frazier, an authority on 
tvpography from the Seng Company of 
Chicago, was the speaker of the evening. 


Reinsurance Deal in Prospect 


The Royal Union Life of Des Moines 
has entered into a contract to reinsure 
the business of the Peerless Life of 
Kansas City, Mo. The Missouri insur- 
ance department has been asked to ap- 
prove the deal. On Oct. 21 a special 
commission will meet at the offices of 
the Peerless Life to give all stockhold- 
ers and policyholders of the companies 
a chance to be heard. 





NEW YORK LIFE GIVES 
RESULT OF EXPERIENCE 


LIST EXPECTED DEATH RATIOS 


Company Table Shows Percentage Fig- 
ures Higher Than American Men 
Table on Special Risks 


Arthur Hunter, third vice-president 
and chief actuary of the New York Life, 
read an interesting paper before the 
meeting of the Actuarial Society of 
America at Springfield, Mass., this week. 

This paper presents the experience 
of the New York Life in about 25 
groups, substandard because of occupa- 
tion. The issues studied were those for 
the years 1916-1924, inclusive, and ex- 
posures were carried to policy anniver- 
saries in 1926. The ‘expected mortality’ 
was computed by two standards, the 
American Men Select Table and a five- 
year select table based on the experi- 
ence of the New York Life from 1919 
to 1924 anniversaries on policies issued 
in the years 1907-1923, inclusive. The 
latter table exhibits rates of mortality 
considerably lower than those of the 
American Men Select Table, especially 
at the younger ages. The experiences in 
some of the more important groups are 


as follows: 
Ratio Percent of Actual 
to Expected Deaths by 
Amer. Men N. Y. Life 


Occupation Select Exper. 
Proprietors and Man- 

agers of Saloons.... 137% 168% 
Bakers (Journeymen). 85 115 
Blast Furnace Work- 

Pt twee nee eewane ane 116 154 
SOE ocecccecses 104 145 
Cooks, Chefs, etc. 

SD. win ceaskeeme ws 109 146 
ae phe Manufac- 

stadia Sal dither hh fiat 177 238 
Mining Supts. & Engi- 

neers occasionally 

going underground.. 157 200 
Mining Supts., Fore- 

men, Carpenters, etc. 

of underground 

tn cnonedéeeee'aas 170 228 
a BO eee 256 348 
Teamsters, Drivers, 

ete. (Horse drawn 

WEED sec useenece 81 109 
Steam Railroad Em- 

ployees: 
a pons & Fire- 
is otansiie kes 106 135 

Conductors & Brake- 

Ket wnietnainess 168 225 

Freight Inspectors, 

Yard Clerks, etc... 96 129 

Foremen of Track & 

Bridge Construc- 
Pt svhessctsdenmes 102 130 

Two constructive suggestions are 


made: (1) That the joint committee on 
mortality of the Actuarial Society and 
the Life Insurance Medical Directors 
Association be instructed to plan and 
carry out at once a combined investiga- 
tion to which all companies of the 
United States and Canada might submit 
data. This is made specifically desirable 
in view of (a) the long period elapsed, 
nearly 20 years, since the medical actu- 
arial investigation was closed; (b) the 
recent rapid changes in industrial life, 
and (c) the special problems of disa- 
bility and double indemnity underwrit- 
ing. (2) That a central bureau or 
exchange be established which would act 
as a clearing house of information on 
industrial hazards and perhaps also as 
an agent for conducting industrial sur- 
veys. The experience and the resources 
of an individual company are alike in- 
adequate. 


New Agency Assistant Named 

Wallace N. Watson has been ap- 
pointed agency assistant by the Phoenix 
Mutual Life. He goes to Hartford from 
the company’s Pittsburgh agency, with 
which he has been connected since 1925. 
In 1926 he paid for $750,000 of new busi- 
ness and up to September, 1927, his new 
insurance totaled nearly $600,000. 

Mr. Watson will make trips to the 
various agencies of the company, keep- 
ing the force in more active touch with 
new developments at the home office and 
agencies other than their own. He is an 
Indiana man, receiving his education at 
Purdue University. 





CHANGES ANNOUNCED BY 
GREAT WEST OF CANADA 


MORGAN SUCCEEDS JARDINE 
Assistant General Manager and Three 
Branch Managers Retire from 
Active Service 





WINNIPEG, MAN., Oct. 20.—An- 
nouncement was made last week of sev- 
eral changes of the official and agency 
line-up of the Great West Life of Winni- 
peg, A. Jardine, assistant general man- 
ager and secretary, and three branch of- 
fice managers having retired from active 
service and eight appointments having 
been made as a result of these changes. 

Mr. Jardine has retired from active 
service of the Great West Life after 35 
years of service with the company. He 
has been secretary of the company since 
its organization and has been assistant 
general manager since 1912. The three 
branch managers who have retired are 
C. P. McQueen of the Alberta office, J. 
A. Johnson of the Vaucouver office and 
G. Wetmore Merritt of the New Bruns- 
wick office. The retirements are effective 
Oct. 31, except in the case of Mr. Mc- 
Queen, who retires Dec. 31. Mr. Mc- 
Queen will continue to serve the com- 
pany in Alberta and British Columbia as 
advisory supervisor of the western divi- 
sion, although retiring from active serv- 
ice. All three of these branch managers 
have been with the company for many 
years and have ably developed their 
provinces for the company. 


Morgan Is Named 


A. J. D. Morgan, who has been with 
the company for 22 years and is now 
comptroller, becomes assistant general 
manager to succeed Mr. Jardine. Mr. 
Morgan has advanced through the ac- 
counting department and has an intimate 
knowledge of the head office adminis- 
tration. Eustace A. Brock has been ap- 
pointed secretary of the company, ef- 
fective Nov. 1. Mr. Brock has been as- 
sistant secretary for a number of years. 
In his new work he will devote most of 
his time to advertising and publicity. 
M. H. Bingeman is appointed agency 
secretary, effective Nov. 1. His duties 
will include the superintendence of the 
department of group insurance and he 
will act as registrar of agents’’ contracts 
and give his time chiefly to sales promo- 
tion work in cooperation with the agency 
organization. Mr. Bingeman will work 
under the direct supervision of the gen- 
eral manager. He has had long experi- 
ence in both head office work and field 
work. 

Changes in the Field 

F. N. Ballard, now 
for southern Alberta, becomes branch 
manager at Vaucouver, to succeed Mr. 
Johnson. Mr. Ballard has made a no- 
table record not only as an organizer, 
but as a personal producer, having quali- 
fied as president of the $100,000 club 
soon after its organization. N. White. 
now district manager for northern AI- 
berta, becomes branch manager for Al- 
berta on Jan. 1. Mr. White has been a 
large personal producer in this territory 
and has demonstrated his ability as an 
organizer. A. H. McLeod, now assistant 
superintendent of the central division, be- 
comes branch manager for New Bruns- 
wick on Nov. 1, succeeding Mr. Merritt. 
Mr. McLeod has devoted practically his 
entire business life to the Great West 
Life, both in the field and in the head of- 
fice. J. H. Wright, now district manager 
for southern Saskatchewan, becomes dis- 
trict manager for northern Alberta on 
Jan. 1. C. F. Dunfee, now city manager at 
Regina and Moose Jaw, becomes mana- 
ger for the entire district of southern 
Saskatchewan as district manager on 
Jan. 1. Mr. Dunfee is also a large per- 
sonal producer and another ex-president 
of the $100,000 club. 


district manager 
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NATIONAL CONVENTION 
IS “BEST IN HISTORY” 





Accorded by Majority in 
Attendance at Memphis 


Sessions 


So 





SENTIMENT -IS FEATURED 


Emotional Appeal Stressed—Plain Agent 
Somewhat Overlooked in 
Program 


Any honest survey of the 38th an- 
nual convention of the National Asso- 
ciation of Life Underwriters held at 
Memphis, Tenn., last week must con- 
tain, at the beginning, the statement that 
it was a good meeting, better by far than 
most that have been held in recent 
years. Most of the sessions were in- 
teresting and varied. Many of the 
speakers delivered themselves of “the 
real stuff,” and present at all times was 
an air of southern hospitality and cordi- 
ality that did as much as anything else 
to make the affair as much of a suc- 
cess as it was. 


Keen Local Interest 


Why is it not a good idea to always 
let the convention go to a city that 
wants it as much as Memphis did? Is 
there any better way of being sure of 
a good time? Last year at Atlantic City 
the Memphians pe begged and 
pleaded for the 192 convention, Fi- 
nally, and in a manner that is now quite 
well known, they captured the meeting. 
At once they set to work on plans to 
make it the most delightful affair from 
a social standpoint at least, in the his- 
tory of the National association and they 
just about succeeded. No one that was 
there will soon forget the barbecue, the 
ball, the address of welcome by Mrs. 
E. J. McCormack, nor the charm and 
grace with which Mrs. Bolling Sibley of- 
ficiated as hostess to the ladies. These 
were the things, more than the business 
program, that sent so many away from 
Memphis declaring they had attended 
“the best convention in the history of 
the National association.” 


Strong Emotional Appeal 


Another thing that warmed the hearts 
of most of those who attended was the 
way in which several speakers played 
upon their emotions. Tears were not 
infrequent at the Memphis meeting. 
The heart was appealed to at least as 
often as the mind. Altogether there 
were nine speakers whose talks were 
primarily if not wholly sentimental. 
Read over the list: Mrs. McCormack, 
Josh Lee, Frank M. See, John L. Shuff, 
Darby A. Day, Dr. A. W. Anthony, 
James A. Whitmore, Robert J. Wil- 
liams and Charles T. Evans. All of 
these talked of “Heaven, home and mo- 
ther” and made ’em like it. 

In fact, the great oratorical flight of 
the whole convention was made by a 
speaker who scarcely referred to insur- 
ance—Charles T. Evans, vice-president 
of the Home Life of Little Rock. By 
the time it was his turn to speak every 
possible phase of insurance selling had 
been covered. So he ignored all the 
technicalities of salesmanship and the 
marvels of life insurance and told of the 
Stories of life and eccentricities in the 
delta land. When he was tired of talk- 
ing he sang the plantation songs of the 
southern darkey. Everything he said 
and sang was shot through with senti- 
ment and heart appeal, and he was, 
without question, the hit of the conven- 
tion, 

Sentiment Was Appreciated 


And why not? Is it so surprising 
fter all that life insurance men, who 
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PRODUCTION OF PAID-FOR BUSINESS 
SHOWS INCREASE FOR NINE MONTHS 











New paid-for life insurance produc- 
tion the first three quarters of this year 
was 1.3 percent greater than during the 
corresponding period of 1926. Such in- 
surance during September was 4.5 per- 
cent less than during September, 1926. 
These facts are revealed in a statement 
by the Association of Life Insurance 
Presidents. The compilation aggregates 
the new business records—exclusive of 
revivals, increases and dividend addi- 
tions—of 45 member companies, which 
have 81 percent of the total volume of 
life insurance outstanding in all United 
States legal reserve companies. 

For the nine-month period, the total 
new business of all classes written by 
the 45 companies was $8,352,000,000, 
against $8,244,000,000 during the same 
period of 1926, an increase of 1.3 per- 
cent. 


to $5,881,000,000, against $5,743,000,000, 
a gain of 24 percent. Industrial 
amounted to $1,937,000,000, against $1,- 
876,000,000, an increase of 3.3 percent. 
Group amounted to $534,000,000, against 
$625,000,000, a decrease of 14.6 percent. 

For September the total new busi- 
ness of all classes was $759,000,000, 
against $795,000,000 in September, 1926, 
a decrease of 4.5 percent. New ordinary 


insurance amounted to $527,000,000, 
against $524,000,000, a gain of .5 percent. 
Industrial amounted to $201,000,000, 


against $197,000,000, a gain of 1.7 per- 
cent. Group was $31,000,000, against 


| $74,000,000, a decrease of 57.2 percent. 


| 


New ordinary insurance amounted ! 


New paid-for business written during 
each of the first nine months of 1925, 
1926 and 1927, as well as increases in 
1926 over 1925 and in 1927 over 1926, 
are shown in the following table: 














1926 1927 

over over 

Month 1925 1926 1927 1925 1926 

ORDINARY 

January $ 523,654,000 §$ 560,289,000 § 576,642,000 7.0% 2.9% 
February ..... 648,529,000 597,429,000 625,988,000 8.9 4.8 
ae 654,771,000 724,454,000 740,725,000 10.6 2.2 
re pete rt 000 675,296,000 749,923,000 5.8 11,1 
my eseecsesese 98,706,000 702,309,000 699, 846, 000 6 -4 
Dt hickkesvwckenaeee de $38 195,000 704,852,000 696,742,000 10.4 -1,2 
She ncniakeenes 638,833,000 658,562,000 638, 866. 000 3.1 —~3.0 
MEE accanesccese 607,621,000 595,929,000 625,510,000 1.9 5.0 
September 625,532,000 523,915,000 526,564,000 -.3 5 

$5,474,047,000 $5,743,035,000 $5,880,806,000 4.9% 2.4% 

INDUSTRIAL 

0 PCC CR CTT CCT $ 147,441,000 § 227,158,000 185,292,000 54.1% -18.4% 
February ‘* 177,666,000 174,782,000 207,217,000 -—1.6 18.6 
. es 193,604,000 230,203,000 241,701,000 18.9 5.0 
— fee 196,895,000 215,504,000 227,279,000 9.5 5.5 
ME cceseece 217,735,000 235,207,000 241,662,000 8.0 2.7 
th ctrewns Gbee ares 26aehe 198,113,000 202,315,000 221,780,000 2 9.6 
Se 182,991,000 194,315,000 200,835,000 6.2 3.4 
PE since 6 ecneneene bee 181,048,000 199,076,000 211,157,000 10.0 6.1 
September ... 175,114,000 197,277,000 200,622,000 12.7 1,7 

$1,670,607,000 $1,875,837,000 $1,937,545,000 12.3% 3.3% 

GROUP 

January .. .$ 68,957,000 $ 66,280,000 $ 94,445,000 -18.4% 67.8% 
February “s 36,696,000 83,088,000 46,119,000 126.4 —44.5 
March 40,797,000 72,368,000 103,057,000 77.4 42.4 
Pe esseneese® 66,415,000 80,663,000 46,960,000 21.5 —41.8 
Sn stadess 39,041,000 56,458,000 45,683,000 44.6 ~19.1 
June 47,565,000 69,282,000 67,817,000 45.7 —3.1 
CT aes cen cow eenas 54,947,000 78,125,000 54,229,000 42.2 —30.6 
BE, cc ecccce 126,885,000 55,632,000 43,977,000 —56.2 21.0 
September 37,788,000 73,456,000 31,475,000 94.4 -—57.2 

$ 519,091,000 $ 625,352,000 $ 633,762,000 205% —14.6% 

TOTAL 

January .. 3 $ 740,052,000 §$ 843,727,000 $ 856,379,000 14.0% 1.5% 
February sae 762,891,000 855,299,000 879,324,000 12.1 2.8 
March ..... 889,172,000 1,027,025,000 1,085,483,000 15.5 5.7 
a ere 901,516,000 971,463,000 1,024,162,000 7.8 5.4 
May 955,482,000 993,974,000 987,191,000 4.0 -.7 
June 883,873,000 976,449,000 986,339,000 10.5 1.0 
GU gectess 976,771,000 931,002,000 893,930,000 6.2 —4.0 
August 915,554,000 850,637,000 880,644,000 -7.1 3.5 
September 738,434,000 794,648,000 758,661,000 7.6 —4.5 

$7,663,745,000 $8,244,224,000 $8,352,113,000 7.6% 1.3% 


must, in order to succeed, appeal to the 
sentiments, the emotions, the altruism of 
their prospects, 
speakers who make the same appeal? 
On the contrary, it is the most natural 
thing in the world. Too many life in- 
surance men are aiming at their pros- 
pect’s heads instead of their hearts. No- 
body was heard to complain that the 
speakers at Memphis were too senti- 
mental, and yet they were actually very 
much more so than at any national con- 
vention in recent years. The answer is 
that they like the sentimental and emo- 
tional addresses and should quite ob- 
viously be given more of them. 


Ordinary Agent Overlooked 


It was quite plain to anyone with half 
an eye who was at Memphis that the 
convention was being conducted by and 
for general agents and managers and 
that there was little if anything of value 
on the program for the average solicit- 
ing agent. How many typical produc- 
ing agents spoke? So few they were 
not worth counting. But of company 
officials and general agents there were 
plenty. Two company officials, Hugh D. 
Hart and Charles Hommeyer, spoke at 
the first session. Two more, T. W. 
Callihan and M. Albert Linton, were 
heard at the second. There were even 
two on the program at the agency man- 


are themselves moved by | 





agement group session. Two “practical 
illustrations of actual sales in a life in- 
surance program” were given by com- 
pany executives, James A. Whitmore 
and Robert J. Williams. There was, in 
brief, only one session—the million dol- 
lar round table luncheon—where a 
company official was not heard, and 
there were 14 talks by general agents 
or managers during the course of the 
convention, On Thursday afternoon 
there was no place for the plain agent 
to go. There was an agency manage- 
ment session in progress, of interest only 
to managers, and in another room was 
being held a million dollar round table 
luncheon, to which were 
those who had paid for at least $1,000,- 


000 of ordinary business during the past | 


year. 
Few Plain Agents Present 
“Well,” as the phrase is, 
How many average, garden variety of 
agents were there to 
what was being done? Few, 
aside from those from Tennessee, 


indeed, 
Ar- 


| kansas, Oklahoma, and Mississippi, most 


| 
| 
| 


of whom were attending their first Na- 
tional association meeting and certainly 
will not be in evidence at Detroit next 
year. Altogether nearly 1,200 registered. 
More than 200 of these were from Mem- 
phis. Over 600 of the remaining 1,000 
(CONTINUED ON PAGE 17) 





CONFERENCE WILL NOT 
SURRENDER IDENTITY 





President Tatman Tells Industrial 
Insurers That Suggestion Is 
“Unthinkable” 


PROBLEMS ARE REVIEWED 


Recommendation Made for Statistical 
Study to Help Take Care of Some 
Underwriting Hazards 


ST. 
the 


19.—The idea that 
Conference 


LOUIS, Oct. 
Industrial Insurers 
consider 
going 
new conference, as has been suggested, 
“unthinkable” by 


even surrendering its 


to a 


should 


identity by over in a body 


was characterized s 
President B. L. Tatman in his address 
the the meeting 
here held that there was no 


as 


at opening of annual 


He 


today. 


| reason for concern should companies in 





admitted only | 


“what of it?” | 


observe or care | 


| tempest, 


the American Life Convention which 
write industrial business decide to form 
an industrial section of that conventian. 
He suggested, however, that the prob- 
lems of the conference are almost iden- 
tical with those of industrial life compa- 
nies and that it would be an easy matter 
to enlarge its activities to include full 
consideration of that special line. 


Fleod, Tornado Victims Alded 


In opening his address, President Tat- 


| man suggested especial consideration for 


those whose homes have been devas- 
tated by flood or tornado in recent 
months. “Blameless of responsibility 
for their misfortunes, powerless to es- 
cape the calamities that have befallen 
them, they have deserved the unstinted 
sympathy and assistance of all. 

“Only a few days have passed since 
thousands in the city where we are 
gathered today were rendered homeless 


within a moment's space. Stripped of 
their worldly goods, exposed to cold and 
helpless from fright and illness. 


these deserving unfortunates received 
from the companies of this conference 
which are operating in St. Louis, the 
most generous and considerate treat- 
ment 

“Contract specifications and _limita- 


tions were forgotten in the desire to ren- 
der service. Claims were settled before 
they were due; premiums were marked 
paid in hundreds of cases where not a 
dollar was collected—and all this quietly 
and without show or ostentation. The 
same course was pursued by you in your 
dealings with policyholders who suffered 
from the flood last spring. These in- 
stances furnish striking evidence that a 
larger and finer spirit than mere com- 
mercialism is actuating the men who 
manage this important branch of the in- 
surance business of America, 


New Statistical Work Suggested 


Recommendation was made for the 
compilation of additional statistical data, 
including possibly at first only the age, 
sex, occupation and disease or injury 
listed on each weekly claim for one year. 
“Were we to do this, and total the num- 
ber of claims paid in each classification, 
submitting our findings to the statistical 
committee for a summary of the com- 
bined experience of all companies, I am 
certain the result would justify the labor 
involved. We would have a far better 
measure than the present guesswork by 
which to guide future operations, and 
we will have paved the way for further 
statistical research. 

“There are other factors besides the 
dishonest policyholder in abnormal claim 
Some of them will in the course 
become too burdensome to ig- 
one of them, 


losses. 
of time 
nore. Over-insurance is 
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and from present indications the normal 
expansion of the companies engaged in 
our form of insurance, and the institu- 
tion of new organizations, will increase 
this hazard to a degree that will render 
the application of the pro rata clause 
very necessary. 

“The past health of the applicant is 
another factor, about which most of us 
know almost nothing, nor are we as 
vitally interested in the home surround- 
ings and sanitary condition of our mem- 
bers as we should be. The automobile 
has increased the risk of accident dis- 
ability, and occupational accidents and 
diseases among certain classes of labor 
are levying a toll upon us decidedly out 
of proportion to the premiums received. 
We are aware that sickness varies with 
age, but we have never accurately deter- 
mined the extent of variation. We know 
in a general way of the ravages of vene- 
real disease and habit-forming drugs, 
hut we do not know to what extent our 
claims are affected by these scourges. 

“Our rates, accordingly, are to quite 
an extent unscientific. Age, occupation, 
sex and living conditions have had more 
or less attention from our actuaries and 
statistical committee, and sickness tables 
covering a limited experience have been 
compiled, yet we remain very much in 
the dark as to the real causes ‘underlying 
the year-to-year growth of claim per- 
centages. 


Hospital Study Suggested 


“Dr. Hoffman, the famous statistician 
who has honored us by accepting a place 
on our program today, has suggested 
that much might be done by a thorough 
study of the extended experience of the 
Charity Hospital at New Orleans where 
both races are treated in identically the 
same manner. He also suggests an in- 
quiry into the hospital records of the 
Tennessee Coal & Iron Company at 
Lirmingham, and I strongly recommend 
that research in these two institutions 
be undertaken. Before dismissing the 
subject of claims, I wish to point out 
that while the death rate of the whole 
population was 11.8 in 1922, 12.3 in 1923 
and 11.8 in 1924, the negro rate was 15.6 
in 1922, increasing to 17 in 1923 and to 
17.6 in 1924. With a generally declining 
death rate during the past twenty years 
the disparity between white and colored 
still remains heavy. 

“Acquisition costs are admittedly in 
excess of good business policy and I 
recommend that we make a rough be- 
ginning in the study of this subject by 
the simple process of computing the 
ratio of special salary payments to 
actual increase on all agencies for one 
year. The result will surprise you, and 
unquestionably it will lead to some 
needed reforms.” 

Taking up the question of the occa- 
sional employment of undesirable agents, 
it was suggested that a special commit- 
tee be named to devise a plan to keep 
companies informed in this respect. 
Continuing, he said: 


Suppression of Malingering 


“Along with the harmful agent we 
need concerted action in suppressing the 
malingering policyholder. I used the 
word ‘concerted’ advisedly. We, as com- 
panies, prefer to conduct our own inde- 
pendent investigations as to whether our 
claims are just or unjust, and any other 
course might invite legal complications. 
But once the malingerer is known it is 
poor policy on our part to tacitly con- 
done his misconduct by neglecting to 
hold him in check. Our sick claim ratio 
has reached abnormal proportions be- 
cause of our own failure to join forces 
in combating fraud. Each company has 
been fearful to stand firm against ma- 
lingering in the belief that competitors 
would profit thereby. This attitude has 
enabled crafty schemers to reap a rich 
harvest. 

“The expansion of our business in 
recent years, the increase of competition, 
overinsurance of individual risks, 
leniency of claim investigations and dis- 
position of agents, when two or more 
companies are involved, to quietly, and 
sometimes underhandedly, oppose one 





TELLS CANADIAN SYSTEM 
OF SEPARATING NON-PAR 


ACCOUNTS ARE FULLY DIVIDED 


John Turnbull of Sovereign Life of 
Winnipeg Speaks Before Actuarial 
Society 


The principles governing the prepara- 
tion of schedules showing the separation 
of accounts as between the participating 
and the non-participating business writ- 
ten by any company were outlined in an 
interesting paper read before the meet- 
ing at Springfield, Mass., this week of 
the Actuarial Society of America by 
John Turnbull, assistant actuary, Sov- 
erign Life of Winnipeg, Canada. 


Required by Law 


Such schedules in annual statements 
are required by Canadian law, which 
specifies that these separate accounts 
shall be prepared on a strictly revenue 
basis but does not define just what 
method shall be used in keeping such 
accounts. As a consequence, the Cana- 
dian companies prepare these schedules 
in various ways. The law, however, re- 
quires full statements explaining the 
principles and methods used by each 
company in apportioning the several 
items so that the insurance department 
has ample information at hand to deter- 
mine whether a company is fulfilling the 
requirements of the law. 

In his paper Mr. Turnbull presented 
a study of the principles and methods 
employed by 21 companies in accounting 
for each item of income and disburse- 
ment. All such items fall into two main 
groups—(1) those definitely apportion- 
able, which present no difficulties, and 
(2) those not definitely apportionable. 
The different methods of handling this 
latter group were particularly studied 
and tabulated by Mr. Turnbull, who in- 
dicated the diversity of methods used 
and drew up the following model state- 
ment reflecting a composite opinion 
based on the ideas underlying the prac- 
tices of the various companies: 


Gives Model Plan 


“Separate accounts are proposed for 
the several forms of premium income 
and for death claims and other pay- 
ments to policyholders, commissions, 
medical and inspection fees, and divi- 
dends to shareholders. All income other 
than premiums and such disbursements 
as general taxes, directors’ fees and 
losses on revaluation, sale or maturity 
of assets, are to be divided in propor- 
tion to mean funds. Taxes on premiums, 
head office traveling expenses and 
agency clerical salaries are to be divided 
in proportion to net premium income, 
revenue basis, head office salary and 
rents, part of agency rents, postage and 
some miscellaneous expenses in propor- 
tion to mean number of policies. Ad- 
vances to agents, agency traveling ex- 
penses and certain agency expenses 
chargeable to new business to be di- 
vided in proportion to first year’s net 
premium income, revenue basis; and 
miscellaneous expenses in proportion to 
the expenses already assigned.” 


another, has upset our loss ratios and 
threatened the stability of rate tables 
and policy specifications. Of what use 
is uniformity of phraseology in policy 
conditions, agreement as to a pro rata 
clause, and other restrictions, so long 
as these cutting tools are allowed to lay 
on the shelf and rust? We are treating 
a malignant cancer with salve when a 
sharp knife is needed.” 


Herbert Skiff Attends Meeting 


Herbert Skiff of the sales promotion 
department of the Phoenix Mutual Life 
was in Chicago this week attending the 
meeting of Insurance Advertising Con- 
ference and the Direct Mail Conference. 
He gave a talk at one of the sessions 
of the Insurance Conference. 








GROUP INSURANCE IS 
CALLED BOON TO LABOR 


WILLIAM B. BAILEY SPEAKS | 


Professor Addresses Detroit Association 
on Subject “Economics of Life 
Insurance” 


DETROIT, Oct. 20.—Group life, 
group accident and sickness insurance 
was pictured as the keystone of the arch 
that protects labor and supports the 
mutual confidence on which all success- 
ful industry must rest. The speaker was 
Prof. William B. Bailey, economist for 
the Travelers, who chose as his topic, 
“The Economics of Life Insurance,” 
before the Life Underwriters Association 
of Detroit. 

Group insurance, he said, constitutes 
the latest expression of good will in 
safeguarding the home and protecting 
the community. By providing labor | 
with this protection, industry is assisting | 
the American workman in conserving | 
family savings by assuring him an in- 
come during sickness, and at the same 
time removing the dread of charity and 
lightening the blow of death. 


Workman’s Home Yet Unguarded 


The home of the workman is yet to 
be safeguarded, the speaker declared. 
He pictured the wife as constantly wor- 
rying about what would happen to the 
family if the husband should have a long | 
sickness which might end in death. He 
said the savings of the family are soon 
exhausted and that often, in order to 
provide the necessities of life, either to 
the workman during his sickness or to 
his family after death, it is necessary to 
pass the hat among the fellow workmen 
or call on neighbors and organized char- 
ities to come to the rescue. This natu- 
rally hurts the pride of any self-respect- 
ing workman and his family and it is 
for the encouragement of such pride that 
group insurance was designed. 

It is a long stride from the industrial 
system of the Middle Ages through the 
industrial revolution to the conditions 
of modern life. Where it was once pos- 
sible for man to look to his master for 
protection and assistance in time of need, 
now it is regarded more in the nature 
of each man’s duty to provide these 
things for himself and his family. In- 
dustry, however, Professor Bailey said, 
has and can do much to assist the work- 
men in procuring additional protection 
in the form of life insurance, just as in- 
dustry has been quick in recent years 
to improve working conditions of fac- 
tory and mill and to make more health- 
ful home environments. 


Another Step to Be Taken 


While these things have been helpful 
and are not to be minimized in their 
importance, the speaker said that the 
additional step of providing group insur- 
ance remains to be taken in order that 
the modern factory may reflect some of 
the spirit of democracy which existed 
in the little workshop of centuries ago. 
It is known that 40 percent of wage- 
earners carry no life insurance and that 
the majority of those who do have only | 
enough to pay burial expenses, leaving 
families destitute and objects of charity. | 
Many employes, it has been shown, are 
unable to obtain life insurance in any 
form and 15 percent find its cost pro- 
hibitive because of age. Nearly 35 per- 
cent of the wage-earners in this country 
who die leave nothing in the way of 
personal estate, and 30 percent more 
leave less than $500. 

It was estimated recently by the Trav- 
elers that the benefits accruing to fami- 
lies of workmen under group insurance 
would total approximately $50,000,000 
this year. These disbursements, it is 
estimated, will be made to the families 
of 27,000 American laborers. This re- 








sult would not have been possible of 
realization had it not been for the en- 
trance into industrial circles of the vari- 





ous forms of group insurance. 


INSURANCE MEN TOAST 
FRANK JULIAN OF ALABAMA 


GIVE TESTIMONIAL BANQUET 


Retiring Insurance Superintendent Held 
in High Esteem, Is Paid High 
Tribute 


BIRMINGHAM, ALA., Oct. 19.— 
Frank N. Julian, who recently retired as 
superintendent of insurance for Ala- 
bama, was the guest of honor at a din- 
ner given by the Alabama Association 
of Insurance Agents and the Birming- 
ham Insurance Exchange at Birming- 
ham last Friday evening. 

Mr. Julian served Alabama as super- 
intendent of its insurance department for 
several years. During his term of office, 
he won a place for himself, not only in 
the hearts of the Alabama insurance 
men, but with the insurance commis- 
sioners of other states and company 
officials and agents throughout the coun- 
try. All have come to know him as a 
most efficient public official. He was 
prominent in the affairs of the National 
Convention of Insurance Commission- 
ers. At the time of his retirement he 
was chairman of the executive commit- 
tee of that body and the next in line for 
the presidency. He is a man of keen 
intellect and is possessed of a most 
pleasing personality. His advice and 
counsel were always sought in matters 
pertaining to insurance. 

Many Notables There 

Among those who attended the dinner 
were: Frank L. Gardner, Poughkeepsie, 
N. Y., president of the National Asso- 
ciation of Insurance Agents, and W. E. 
Harrington, of Atlanta, Ga., chairman 
of the executive committee of that body. 
Both Mr. Gardner and Mr. Harrington 
spoke briefly of the many fine qualities 
of Mr. Julian and told of the great loss 
suffered by the insurance business 
through his retirement. 

Owen Julian, a brother and a local 
agent at Sheffield, Ala., was also pres- 
ent, as were Chester Johnson, represen- 
tative of the National Board and former 
state fire marshal: W. H. Monroe, dep- 
uty superintendent of insurance, and 
Wm. Haralson, consulting examiner for 
the Alabama department. 

Former Governor W. W. Brandon 
presided as toastmaster. It was Gover- 
nor Brandon who appointed Mr. Julian 
as superintendent of insurance. Short 
talks were made by T. A. White of Bir- 
mingham, president of the Alabama 
Association of Insurance Agents; P. A. 
Eubank, president of the Birmingham 
Insurance Exchange; Judge Joseph H. 
Nathan of Sheffield, Ala.; Dr. H. L. Ed- 
monds, pastor of the Independent Pres- 
byterian Church of Birmingham, and 
J. Fred Johnson, former assistant attor- 
ney general of Alabama and_ later 
attorney for the insurance department. 


High Tribute Paid 


Charles L. Gandy of Birmingham. 
secretary of the Alabama Association of 
Insurance Agents and one of the best 
known insurance agents in the country, 
was general chairman of the dinner. He 
presented to Mr. Julian a beautiful solid 
gold wrist watch which had the follow- 
ing inscription thereon: ““With love to 


| Frank Julian from the insurance frater- 


nity.” 

In accepting this taken of love and 
esteem Mr. Julian thanked those present 
and asked for his successor in office the 
same wholehearted co-operation that 
had been given to him. 

Others on the committee with Mr. 
Gandy were T. A. White, P. A. Eubank 
and H. B. Thomson, all of Birmingham. 

More than 300 letters and telegrams 
from insurance men were received by 
Mr. Gandy and Mr. Julian. 

The dinner was attended by some 150 
persons. The affair was a well deserved 
tribute to a man of whom it can well be 
said: “Well done, thou good and faithful 
servant.” 
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YOU ARE INVITED 


To visit our Home Office 


January 9 and 10, 1928 


This is the date set for our Agency 
Convention and organization of the 


SENTINEL MINUTEMEN 


— ++ Quam -- ——_—$_—_—_—_ 


How can you become a Sentinel Minuteman? 





Write the 


SENTINEL LIFE | 
INSURANCE COMPANY | 


HOME OFFICE: KANSAS CITY, MO 
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JEFFERSON 


possessed a keen analytical mind. He made 
few mistakes because it was his unfailing habit 
to weigh all sides of a question before reaching 
his decision. Present-day life insurance sales- 
men have come to realize that haphazard meth- 
ods of selecting prospects lose both time and 
money —the need for a careful weighing of the 
prospect as such, before opening the interview 


is commonly recognized. 


An acid test which will eliminate “suspects” and leave 
only prospects has long been the dream of the experi- 
enced life insurance salesman. 


There is a way to separate good leads from bad— 
surely, quickly, and scientifically, American Central 
fieldmen have at their disposal all the advantages of a 
method of accurate prospect analysis which saves 
time, effort, and money. Guesswork and lost motion 
in canvassing are definitely eliminated. And this in- 
valuable aid is just one of a series of consecutive 
steps carrying the fieldman smoothly and inevitably 
from mere leads to sound sales. 


a. ae 


BLUNDERBUSSES have been relegated to the 
discard by rifle fire. Through the Prospect 
Survey of the American Central, life insurance 
salesmen enjoy a standard of quality production 
that is a result of precise selection plus unique 
sales service from the Home Office. 
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| day and Tuesday afternoons. 





| company publications was discussed by 














MANY CONTRIBUTE TO 
LIFE GROUP SESSIONS 


INTERESTING PAPERS READ 





All Phases of Insurance Advertising in 
This Field Covered at 
Conference Meeting 





Meetings of the life group of the In- 
surance Advertising Conference session 
this week in Chicago, were held Mon- 
Chairman 
B. N. Mills, Bankers Life, presided. 

Conservation of business as it related 
| to the work of the publicity and adver- 
| tising department was discussed Mon- 
day. Tying up and synchronizing of 
sales promotion work and advertising 
plans was the topic of the Tuesday 
meeting. What can and might be done 
towards conserving business through 


R. C. Budlong of the Northwestern Na- 
tional Life, Paul F. Cranefield, Na- 
tional Guardian Life, Robert C. White, 
Franklin Life. and E. Chester Sparver, 
Connecticut Mutual Life. 

The seriousness of the lapse waste is 
no new issue. The advertising men 
realize that to a large degree it must 
he solved through the field organization. 
But that much can be done through 
work direct from the home office, 
through company publications, letters 
and other direct mail work has been 
demonstrated through the actual expe- 
riences of numerous companies. 

“‘Selling’ the Sales Force the Value 
of Consistent Cultivation of Policyhold- 
ers.” was admirably discussed by A. E. 
Wilder. superintendent of agents, Mutual 
Trust Life. Some of the methods to be 
used in the cultivation of policyholders 
were set forth bv F. JT. Bohl, Peoria 
Life: Verlin J. Harrold, Lincoln Na- 
tional, and A. W. Barnes, Iilinois 
Bankers. 

Papers on Conservation Read 

W. J. Bradey, Home Life of America, 
read a paper on the use of agency pub- 
lications in selling the value of conser- 
vation work to the agency force, as also 
did W. E. Price, manager of the con- 
servation department, Northern States 
Life, and W. Rolla Wilson, vice-presi- 
dent and agency director of the Central 
Life of Illinois. 

J. J. Doyle of the Western & South- 
ern Life analyzed the use of folders and 
other direct mail matter and gave some 
very pertinent and forceful suggestions. 

Clifford Elvins, Imperial Life, intro- 
duced the subject of synchronizing 
sales promotion and advertising plans 
by close cooperation of sales and adver- 
tising departments, which was discussed 
by Luther B. Little, Metropolitan Life. 
Mr. Little cited the results of the com- 
pany’s health campaign, which to date is 
estimated to have cost $42,000,000. Over 
225,000 lives have been prolonged at a 
saving to the company of over $52,000,- 
000, he said. 

The budget system for advertising 
was introduced by John Hall Woods, 
Great Northern Life, who said that as 
yet he has not been able to achieve the 
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company ’s ideal, as its publicity is still 
in the experimental stage. H. Castle | 
Graham, London Life, told of the suc- | 
cessful loading of each premium with | 
its share of the advertising expense. 

J. P. Lyons stated that while confer- 
ences with executives of sales and adver- 
tising departments would be invaluably 
helpful it wasn’t possible in their or- 
ganization when one executive was on | 
the Pacific Coast and the other might | 
be on the Atlantic. Roy C. Campbell, | 

' 
| 


Central Life of Iowa, explained how 
conferences had aided in the formulating 
of these campaigns. 

Henry H. Putnam, John Hancock | 
Mutual Life, injected some dynamite | 
into the meeting when he stated that 
the agents, not the companies, should 
be the ones to participate in cooperative 
campaigns. Nation-wide sales contests 
are unsuccessful, J. A. McCamus, North 





INDUSTRIAL INSURERS IN 
SESSION IN ST. LOUIS 





CONFERENCE MEETING OPENS 





President Tatman, Claris Adams, R. E. 
Daly and Dr. Hoffman on First 
Day’s Program 


ST. LOUIS, Oct. 19.—The annual 
meeting of the Industrial Insurers Con- 
ference got under way today with but 
few minor changes from the program 
as previously announced. Twenty-two of 
the 27 member companies were repre- 
sented while applications for member- 
ship from American Bankers of Chicago, 
Lincoln Health & Accident, Oklahoma 
City, Southern Insurance Company, 
Nashville, and Peoples Life & Accident, 
St. Louis, will be acted on favorably at 
the meeting. 

In the absence of C. E. Clarke, the 
response to the welcome address was 
by F. E. Jennings, general counsel, Pen- 
insular Casualty, Jacksonville, Fla. 

Daly, Adams, Hoffman Speak 


President Tatman did not deliver his 
address until after Robert E. Daly, 
actuary of the Missouri insurance de- 
partment, spoke, while Claris Adams, 
secretary and counsel of the American 
Life Convention, followed Dr. Frederick 
L. Hoffman, consulting statistician for 
the Prudential, and concluded the morn- 
ing session. 

Mr. Daly praised industrial insurance 
men as benefactors of humanity of the 
highest type, saying they made it possi- 
ble for even the washerwoman to get 
insurance protection at a price she could 
afford to pay. He also denounced twist- 
ing of insurance and the stealing of 
agents from another company. 

The suggestions for cooperative action 
for the curbing and elimination of some 
abuses in the business made by Presi- 
dent Tatman were considered so valu- 
able that on motion of Chairman J. R. 
Leal of the executive committee, the 
speech was referred to that committee 
for consideration. 


Adams Reviews Progress 


Mr. Adams reviewed the advancement 
of life insurance within the past 30 years 
and pointed out the tremendous effect 
on insurance in other walks of life, how 
every basic industry is today dependent 
on the insurance dollar for support. He 
also touched on the social factor of in- 
surance, saying that while poverty in 
America is at its very lowest ebb of any 
country in the world, 80 per cent of all 
persons who die leave no other estate 
but their life insurance. 

Insurance has played a big part in 
making America independent economi- 
cally as well as politically, and through 
it the average American can feel secure 
of his future. He declared that insur- 
ance is far from the saturation point 
despite the big strides made in recent 
vears, saying that while 80 billions of 
insurance has been written, the average 
person’s insurance is equal to but one 
year’s earning capacity. 

Wednesday afternoon was devoted to 
a golf tournament at the Woodlawn 
Country Club and a theater party for 
non-golfers. The evening entertain- 
ment program included a review of the 
Veiled Prophet parade and a dinner 
dance at the Coronado hotel as guests of 
the Missouri Insurance Company and 
the Reliable Life & Accident. 








American Life, destin’, He favored lo- 
calizing the sales campaigns. 

The value of charging the agent for 
sales material was brought out by Miss 
Alice E. Roche, Louis F. Paret agency. 
Robert C. Richards, Atlantic Life, cited 
the value of close contact with agents 
in preparation of advertising. Herbert 
C. Skiff, Phoenix Mutual Life, explained 
the value of proper direct mail follow- 
| up. 
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CONFIDENCE 


O Peter Barthelemy, there cameadream . . . adream 
sent as if by destiny to alter the course of history and 
confound the plans of the mighty. Antioch had fallen 


ts < : ° 
ey oy in 1098, but no sooner had the Crusaders occupied the 
city than they were surrounded by vastly superior forces. Then 


pestilence ravaged and hunger weakened. 

And Barthelemy had his dream. In the Church of St. Peter, the 
Holy Lance lay buried! If carried in their foremost ranks, the 
Crusaders could not be beaten! 

A day of feverish digging. Acry . . ._ the lance was found! 
Then the remnants of the great army rode out fearlessly to meet 
overwhelming odds. Courage conquered and confidence prevailed! 
To those who know and asa there is a similar significance 


in the achievements of Phoenix Mutual men .. .. achieve- 

ments indicated by the fact that the Company's entire selling force A complete set of the Crusader 
will produce in 1926, an average of better than $170,000 of new nee hier boy an dea 
business per man. Secutsbhend tae been 


These men, like the Crusaders of old, have high ideals of service — ee as 


but that is not all. They are better trained and more fully 
equipped — but again, that is not all. 

Their success is another triumph of confidence— confidence in 
themselves that is fostered by a Home Office which aspires to be 
not merely an employer but a builder of men! 


PHOENIX, MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE » Q HARTFORD CONN. 
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First policy isseed 14851 
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10 THE NATIONAL 
|: NYLIC INCENTIVES and AIDS TO SUCCESS | 
« 
#|) ... Language... |f 
R Nothing contributes more to the development of : 
E efficiency in any organization which appeals to S| 
Bt the public, than a clear understanding between rep- ¢ 
E resentatives in the field and Home Office Executives. : 
. In a life insurance company, the Home Office must é 
. know the agent’s problems, if they are to be dealt F 
By with fairly and effectively. * 
B ¢ Nylic Agents have no difficulty in making their e 
5 field problems understood at the Home Office. t 
2 q And this is not strange; for the majority of the $ 
Es Executive Officers, including the President, have s 
ES had practical experience in field and Branch Office 3 
E work, $ 
: ¢ So they “talk the same language”—field men and ‘. 
BI executives alike. And you don’t hear Nylic « 
* Agents saying, “Our officers can’t get the agent’s ‘s 
© point of view because they have never had field ex- CG 
; perience.” s 
.) q Common experience begets mutual understanding % 
Et which in turn begets confidence; and confidence * 
% begets strength. ‘ 
B There is probably no life insurance company be- : 
Fy tween whose Field and Home Office there exists a 3 
RY more frank and cordial relationship, due largely, no e 
a doubt, to this sympathetic bond of common experi- 3 
Fy ence. 

Is it any wonder that, measured by 

2 usual standards, Nylic agents are 

‘ industrious, persistent, satisfied 

: and happy? 

: NEW YORK LIFE INSURANCE COMPANY | & 
5 DARWIN P. KINGSLEY, President 2 
5 346 BROADWAY, NEW YORK s 


B/G ELAN UA ETONETONE 16 U/OXi AVN /O\ OX01@\ ANNAN NON A TOXN 1O\0/O\0 ON TON TON ANN O\ eX /e\s: AN TAN eXiYaivext ex Th. } 
ee ene ee nO ON /B\ A, 





OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 














CONSERVATION SEEN AS 
ALLY OF PRODUCTION 


Relationship Shown by John P. 
Davies of Northwestern 
Mutual Life 


SHOULD GUIDE PUBLICITY 


Cites Experience of Company as Evi- 
dence of Results of Objective 
Campaigning 


Conservation of the business of old 


policyholders was pictured as an essen- 
tial to sound and permanent underwrit- 
ing and related to the entire program 
of advertising and production, in an ad- 
dress before the advertising conference 
in Chicago this week by John P. Davies, 
assistant superintendent of agencies of 
the Northwestern Mutual Life. After 
discussing the development of the com- 
pany’s advertising program, Mr. Davies 
referred particularly to the conservation 
work, saying in part: 
Repeat Business Best 


“We think that the repeat business is 
healthy business, because the repeater is 
less likely to lapse either his old or new 
policies. The re-examination of so many 
old policyholders each year. must have 
some effect on our mortality record and 
incidentally it gives the medical depart- 
ment an additional opportunity to study 
the life histories of large numbers of 
men. 

“I have heard it stated that ‘If jt is 
true that the Northwestern Mutual writes 
half its new business on the lives of men 
previously in the company, it must also 
be true that another 25 percent or 30 
percent comes from the same source, i. e., 
brothers, sons, relatives, friends, and 
business associates of satisfied policy- 
holders,’ and I must say that sounds rea- 
sonable. 

“The surprising thing to me is that 
there appears no evidence to show that 
there was ever any conscious effort to 
produce this repeat business. It is only 
in recent years that it was considered 
to be of sufficient interest to mention in 


print. 
Allied With Conservation 


“Of course, from the beginning there 
has been a strong effort to conserve the 
business and keep it from lapsing. This 
effort, focused upon the soliciting agents, 
supplemented by the home office and the 
general agents, apparently has produced 
the repeat business as a by-product of 
the conservation of the old business. 
Our agents are not allowed to be can- 
nibals and eat up our old business in 
order to get new business. When there 
is any substitution the agent gets no 
commission for his trouble. Conse- 
quently the assets of the company have 
increased in proportion to its increase in 
insurance in force. 


Intelligent Campaign Needed 


“When we plan a drive for business, 
do we ever say, ‘What classes of men, 
of what age or occupation will be best 
to bring into the company at this time? 
Do we want city dwellers or men from 
the tall grass and open spaces?’ 

“Or do we sit down and figure out 
the number of insurable males, automo- 
biles, income tax returns, etc., and make 
up quotas based upon potential buying 
power of our entire territory and think we 
are going to get a fair cross section of it? 
If we do, we are fooling ourselves, for 
the reason that we do not actually get a 
fair cross section because the sales pres- 
sure is unevenly applied. One agency is 





stronger and drives harder than another 
and the results show it. 

“Would it not be more business-like 
to scientifically determine what kind of 
business we want on our books, and 
then direct our sales efforts to produce 
that kind of business and focus our con- 
servation efforts to hold it? 

“For example, we might say that we 
would prefer to have an average policy 
of $2,000 because of the wider diversi- 
fication of the mortality risk, or we 
might say that we preferred an average 
of $10,000 because of the reduced ex- 
pense per unit and the higher earning 
power of the insured individuals. We 
might say that we wanted the bulk of 
our business on the lives of city dwellers 
or we might feel that we would obtain 
more favorable results from those who 
live in the country. 

“Any kind of business you choose can 
be obtained by properly directed sales ef- 
forts, but—if your business is national 
in scope, the complexion of the business 
on your books may undergo a remark- 
able change in ten years, unless some 
system of conservation is employed 
which will keep the business balanced 
in approximately its original proportions. 
So far as I know, nothing has ever 
been done on a large scale along this 
line. 

Northwestern's Experience Shown 


“To illustrate what I have in mind let 
us examine the Northwestern lapses for 
some months taken at random. Here is 
a record of the lapsed business that was 
issued in April, 1925. We find that 260 
policies were discontinued during the 
first year, for a total of $800,000. Pre- 
miums $19,058.26. Agent’s renewal com- 
missions lost, about $1,500. It was found 
that 160 of the 260, or 60 percent, were 
under 30 years of age; 56, or 21 percent, 
were over 40 years old; 60 lived on farms, 
while 86 lived in country towns so small 
that no street address was given, show- 
ing that more than half were from rural 
districts; 108 of these policies were for 
$1,000, while one was for $100,000. 
what does this seem to indi- 
cate? Simply that our heaviest lapse 
rate is found in ages under 30, among 
residents of rural communities, who were 
insured for small amounts. 

“Taking the entire year of 1925, we 
find a total of 65,368 policies issued, of 
which 25,065 were on lives between 21 
and 31 years of age. Approximately 
10,000 were on the lives of farmers. 

“As a matter of actual fact our country 
agencies show a first year lapse rate that 
averages almost three times as great as 
we find in the largest cities. There is no 
doubt in my mind that this is an im- 
portant factor in raising the average 
amount per life on the books of the com- 
pany, because the city agencies show a 
larger average amount per life, as well 
as a lower lapse rate. 


Need Definite Objective 


“The point that impresses me is, that 
we are getting these results without 
knowing definitely whether we want 
them or not. Four years ago, before I 
left New York, I was talking with a 
prominent life insurance executive about 
this close relationship between conserva- 
tion and sales promotion. He expressed 
so much interest that I was emboldened 
to ask whether his company would pre- 
fer to have in force an average amount 
per life of $2,000 or $10,000. After think- 
ing it over he said that he really did not 
know which would be better, but that 
he was inclined to think that his com- 
pany would be on safer ground with a 
larger number of members carrying a 
smaller average amount. I pointed out 
to him that if he felt that way about it. 
he could well afford to give the subject 
some study, because his company was 
heading rapidly towards a $10,000 aver- 
age per life—and being speeded on its 
way, not only by its sales promotion ef- 
forts (which featured insurance pro- 
grams, income insurance and business in- 
surance, all of which produce larger poli- 
cies), but by its own corrosive lapse rate, 
that was constantly cutting down the 
number of smaller policies and thus 
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reducing the spread of diversification of 
risks. 

“The sad part, and the encourag- 
ing part of conservation work is that 
few men want their policies to lapse. I 
used to think that most lapses were the 
result of high-pressure selling, where the 
methods used by the solicitors left a bad 
taste in the mouths of those who bought 
the policies. Of course, some lapses are 
caused this way, but I believe that in 
most cases the insured really wants to 
keep his protection, and will do so if per- 
sonally handled by an intelligent, well- 
informed agent. We get a great many 
letters in the course of each year, as every 
home office represented here undoubt- 
edly does, begging us to show the in- 
sured how his insurance may be kept 
in force without the payment of imme- 
diate cash. Proper handling of these and 
other lapsing cases by our agents would 
result immediately in still further lower- 
ing our lapse rate, and result in more 
repeat business. 

“I feel sure the time is coming when 
every home office will require an indi- 
vidual report on every lapsed policy, 
showing that some member of the 
agency force has given personal atten- 
tion to the needs of the man who lapses 
and that the lapse is unavoidable. Nat- 
urally, some men will lose their jobs, or 
move away where they cannot be found, 
or have some other reason for lapsing. 
We can never keep them all, but I am 
positive that every one of us can im- 
prove our averages if we will stimulate 
our agents to personally follow up every 
doubtful case, as a matter of pride, and 
if we keep contact with every policy- 
holder during the year by sending him 
printed literature, letters, etc., to increase 
his information and make him realize 
the true usefulness of his membership 
in his company.” 


Publish Book on “Closing” 


An interesting little volume on “Clos- 
ing the Sale” by J. C. Aspley has been 
published by the Dartnell Corporation. 
Mr. Aspley, who is editor of the “Sales 
Management” and author of several 
books on salesmanship, endeavors to 
analyze the fine points of actually clos- 
ing the sale, using as his chief illustra- 
tion the closing of a sale for life insur- 
ance. 


Cedar Rapids Life Convention 


The Cedar Rapids Life held its annual 





agency convention and banquet at Cedar | 


Rapids. Members of the agency force 
from Iowa, Nebraska, South Dakota and 
Minnesota and their wives were present 
and the meeting formed an enjoyable 
conclusion to a drive for business in 
September, in which the business of the 
corresponding month of the vear before 
was nearly doubled. 

Prof. C. W. Wassam of the department 
of insurance, school of commerce of the 
University of Iowa, spoke on “The 
Secret of Power” and Mansur B. Oakes 
of the R. & R. Service on “Automatic 
Success.” 


Penn Mutual Men on Trip 


Vice-President Hugh D. Hart of the 
Penn Mutual Life, who attended the 
meeting of the National Life Underwrit- 
ers’ Association at Memphis, met John 
Howard Jefferies, assistant to the vice- 
president, at New Orleans Monday. 
They met the agents of the company in 
New Orleans and vicinity. The two offi- 

cials are making a trip through the 
contiuen states and will stop at a num- 
ber of agency centers before returning 
home 


Discuss National Association Dates 
While the definite dates for the 1928 
convention of the National Association 
of Life Underwriters. scheduled to be 
held in Detroit, probably will not be an- 
nounced for some time, the matter was 


seeiiiien should be held as soon after 
Labor Day as possible, as that is regard- 
ed as the end of the vacation season, 
and it is thought better to hold the con- 
vention at that time rather than to make 
a break in the activities later on. The 
Memphis convention was originally 
scheduled for about that time, but was 
changed to October because of the prob- 
ability that weather conditions in that 
city would be unfavorable at an earlier 
date. 





William R. Stuart 


William R. Stuart has taken over his 
duties as manager in Cleveland, O., for 
the International Life of St. Louis. He 
held a similar position for the Travelers 
at Brooklyn, N. Y., 1911-1916, the Con- 
necticut General Life at Cleveland, 1916- 
1923, and from 1923 to 1927 was in the 
general insurance brokerage business. 


RUMOR CALDWELL MAY BE 
REMOVED BRINGS PROTEST 


NASHVILLE, TENN., Oct. 
Rumors that A. S. Caldwell, Tennessee 
commissioner and president of the Na- 
tional Convention of Insurance Commis- 
sioners, would be removed as head ot 
the Tennessee department, following the 
death of Governor Peay, have brought 
out a flood of protests from insurance 
men. A large number of officers of 
Tennessee companies have written to 
Governor Horton, successor to Governor 
Peay, asking that Commissioner Cald- 
well be retained in his post, and pointing 
to his qualifications in business and pro- 
fessional lines. 

The rumors stated that Mr. Caldwell 
might be removed because of “political 
expediency,” the action not being based 
upon any question of Mr. Caldwell’s 
competency, but merely upon his refusal 
to “follow suggestions” regarding his 
official duties as commissioner. The 
proposed change, it is understood, in- 
volves several other department heads 
besides Mr. Caldwell. 

R. J. Maclellan, 
Provident Life & Accident, and J. R 
Leal, vice-president of the Interstate 
Life & Accident, have written especially 
strong letters to Governor Horton, ask- 
ing Mr. Caldwell’s retention as com- 
missioner. 


19, —= 


president of the 


Illinois Office Wins Contest 


The annual Caritas Cup Race of the 
Reliance Life was won this year by the 


| Illinois department and to the new 
| champion goes the coveted Caritas cup 


with its prize of $250 plus the congrat- 
ulations of the entire organization. The 
Illinois department not only won the 
high honor by paying a higher percent- 
age in excess of its allotment than any 
other department during the period of 
the contest, but paid for more than $1,- 
000,000 new business in order to do so. 


| It paid for $1,094,507 life business be- 


tween Aug. 1 and Sept. 10, with a mar- 
gin of 235.8 percent in excess of their 
life allotment. Oklahoma flashed past 
the finish line in second place with a 


} percentage of 180. Then followed Sea- 


| vears cashier of the S 


} 


board with 160.4 percent, Tri-State with 
156 percent and Alabama with 150 per- 
cent 


Brigham in New Post 


Harold W. Brigham, for the past 20 
an Francisco office 
of the Travelers, will leave Nov. 1 for 
the home office to take charge of rent- 
ing and leasing of office space for all 
Travelers offices throughout the country 
Atlantic Life’s Goal 
A goal of $150,000,000 of insurance in 
force before the close of the current 
year has been set by the Atlantic Life. 
It rounded out the first six months of 
the year with $142,614,834 on its books. 


| Only $7,385,166 of additional insurance 


discussed by the trustees at the close | 


of the Memphis meeting and the time 
favored was Wednesday, Thursday and 
Friday, Sept. 12-14. It is felt that the 


was needed to enable it to reach its goal. 
Production the past three months leads 
company officials to hope that the goal 
will be attained some time before the 
end of the year. 




















the destinies of an insti- 
tution are as important 
an indication of its 
strength as are the figutes 
of its financial statement. 


Lae 


| 
| 
THE men who direct 








BOARD OF DIRECTORS 


F. A. CHAMBERLAIN 
Chmn. Ex. Com. First National Bank 
E. W. DECKER 
President Northwestern National Bank 
T. JAFFRAY 
President ‘Soo’ Railway 
THEODORE WOLD 
I’sce President Northwestern National Bank 
E. L. CARPENTER 
President Shevlin-Carpenter-Clarke Co 
B. F. NELSON 
President Hennepin Paper Co. 
A. F. PILLSBURY 
Treasurer Pillsbury Flour Mills Co. 
T. F. WALLACE 
Farmers & Mechs. Sav. Bk 
O. J. ARNOLD 
President Northwestern National Life 
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NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 

















You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


Minneapolis.Minn. 
| | Close co-operation is necessary 


Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Territory does make a difference 


Cincinnati, Ohio 
_| 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 





Policies 
For Each Member 
of the Family 





Every man, woman and child is a 
prospect for Royal Union service. 


Our salesmen, placing policies 
with the youngsters between ages 





one day old up to ten, are find- 
ing their respective communities 
100% prospect fields. 


Royal Union children contracts 
go into full benefit automatically 
at age 5 with Waiver of Premium 
benefit on the life of the father! 





Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 








LE 








THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
i connie a ees enehegennitesebe soul Over Fifty Million 
I ali ated ulianhdienss ect icsh och nee memeiineiieteteeene tices o6deed Over Six Million 
AND THAT HAS 
Paid Policyholders since organization. ......................+.- Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 
Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, III. 





| 
| 
| 


} 

















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 

















NATIONAL GUARDIAN LIFE 
MEN HOLD CONFERENCE 


TOLD OF COMPANY’S ACTION 





All Policyholders Now Participate— 
Warning on Frills Sounded by 
President Boissard 





MADISON, WIS., Oct. 19.—The an- 
nual agents’ conference of National 
Guardian Life was held last week on 
the anniversary of the issue by the com- 
pany of its first policy. In welcoming 
the agents in attendance, President Bois- 
sard reviewed briefly the company’s his- 
tory for its 17 years of service, observ- 
ing that “perhaps we have been too mod- 
est over our virtues,” particularly in 
not having sufficiently exploited the fact 
of the company’s action in 1925, whereby 
all outstanding nonparticipating business 
acquired between the issue of its first 
policy in 1910, to the issue of April 1, 
1920, was made participating, either im. 
mediately or at such time when the net 
contribution to the company under a 
nonparticipating policy equals the total 
net that would have been contributed 
had the policy been originally issued as 
participating. At the present time, more 
than three-fourths of the outstanding 
nonparticipating policies have become 
participating. 


Warns of “Trimmins” 


The president pointed out that actually 
the company had been practicing mu- 
tuality since 1915, when the abolition 
of a 3 percent premium tax by Wis- 
consin, was immediately followed by a 
3 percent refund on all future premium 
payments. Through this action, the 
company paid to its ag ge 
policyholders up to the time when the 
plan of full participation went into effect 
in 1925, a total of more than $100,000 
in excess of contract obligations. 

Recent editorial expressions of life 
insurance journals concerning departures 
from the field of sound underwriting 
were quoted by the speaker, who had 
this to say concerning tendencies among 
some field men and some companies 
to over-emphasize the disability income 
provision: 

“You already know what I think of 
this, what seems to me, very danger- 
ous innovation, and I believe you would 
share my emotion if you had been in 
the life insurance business when the 
| deferred dividend disaster overtook it 
|in 1905. Agents were featuring deferred 
dividends then, exactly as they are fea- 
| turing disability incomes now. The life 
| insurance was an incidental feature. 
| What made the prospect's eyes bulge 
| was the ‘trimmins.’ 
| “And as surely as the deferred divi- 
dend brought its day of repentance, so 
|}also shall we reap the whirlwind of 
the disability income’s sowing.” 

Vice-President Beecher, who has 
| charge of agency operations, followed, 
| outlining the points to be taken up at 
the parliamentary meeting the second 
| forenoon, at which a plan for the uni- 
form practice of all agencies for the 
| company’s 18th year were to be worked 
out in detail, and in the formulation of 
which the agency heads were to reach 








| 
| 
| 
| 
| 


| agreement. 


Heard Sales Talk 


The afternoon session featured an ad- 


| dress by W. W. Williamson, general 
|agent of the Connecticut Mutual Life 
|}at Chicago. Mr. Williamson confined 


himself to the practical, every-day prob- 
lems of the man with a rate book, eluci- 
dating the reasons why people buy life 
insurance and pointing out the several 
little things which prevent some agents 
from being successful in its selling. 
At the close of the talk, which was 


| pronounced the best combination of edu- 


cation and inspiration his hearers had 
ever listened to, the speaker was asked 
to demonstrate his “Four Minute Pres- 
entation.” While that time only was 
consumed in the presentation, the dis- 
(CONTINUED ON NEXT PAGE) 
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AMENDED DOMINION 
STATUTE IS ANALYZED 


—_———- 


CANADIAN PLANS EXPLAINED 





New Valuation Provisions Discussed in 
Talk Before Actuarial Society 
by A. D. Watson 





At the meeting in Springfield, Mass., 
this week of the Actuarial Society of 
America the new valuation provisions 
of the Canadian insurance act as 
amended this year were described in an 
interesting paper by Andrew D. Watson, 
actuary of the Canadian government in- 
surance department. 

Up to the time the amendments were 
adopted, the legislation of the previous 
half-century had had the result of pre- 
scribing one uniform minimum basis as 
the method of valuation for all business 
of all companies, irrespective of pre- 
miums charged, surrender values guar- 
anteed or rates of interest realized. 
[There was no mention of the basis or 
method of valuation in respect to bene- 
fits dependent upon disability or acci- 
dental death, either of which might be 
included in life policies. In short, the 
valuation prescriptions were rigid and 
irbitrary and in some points quite in- 
complete. 

The new amendments specifically re- 
late to the calculations of company re- 
serves for annual statement purposes. 
Aside from the maximum rates of in- 
terest—3'% percent for assurances and 4 
percent for annuities—the bases and 
methods of valuation are not fixed. But 
the companies must furnish the insur- 
ance department with such information 
as will enable it to determine whether 
sufficient reserves are being maintained. 

Several tables of mortality are author- 
ized for assurances. As for annuities, 
separate tables for males and females are 
required. No bases or methods are re- 
quired for disability and accidental death 
benefits, but each company must use 
such bases and methods as will place 
in adequate value on all such liabilities. 
Responsibility is thus placed upon the 
company actuary who is required to cer- 
tify that the reserves are not less than | 
those required by law and, in his opin- 
ion, make sufficient provision for the 
unmatured obligations of the company. 

The modified preliminary term method 
for ordinary policies and the full prelim- 
inary term method for industrial policies 
are prescribed as proper methods of 
minimum valuation. It is observed, said 
Mr. Watson in conclusion, that the al- 
lowances for initial expenses given by 
these processes are much less than the 
expenses incurred by well-managed 
companies following good underwriting | 
methods and writing sound business. 





| 
a | 
NATIONAL GUARDIAN LIFE __| 

HOLDS AGENCY CONVENTION | 

(CONT'D FROM PRECEDING PAGE) 
cussion which followed consumed three- 
quarters of an hour. 

At the annual dinner, Insurance Com- 
missioner Freedy was the guest of 
honor and gratification was expressed 
that a practical insurance man had been 
called to administer the insurance laws 
in Wisconsin. Dancing followed the 
dinner. 

At the second morning’s session, de- 
tails were worked out for the coming 
year, the plan outlined by the Sales Re- 
search Bureau with such modifications 
required to meet the company’s field 
organization being adopted. The trophy 
cup for personal production and agency 
development was awarded to R. M. | 
Vetter. 

The feature of the afternoon was an | 
address by Frank Effinger, of a Mil- 
waukee Advertising Agency, on “The 
Buyer’s Point of View.” 

A theatre party in the evening, as the | 
guests of Treasurer C. M. Putnam, 
which has been a feature of each pre- 
ceding gathering, terminated the con- 
terence, 
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What Is the Other 


Fellow Doing? 


Don't you sometimes wonder, on a dull morning, how the 
other fellows out in the field are writing applications? 


Wouldn't you give a good deal for a fresh idea, or a stimu- 
lating sales experience from one of your co-workers? 


Union Central Agents get those very things in their Com- 


pany publications. 


Through this Company's system of cooperation with the 
Field, we are able to publish every year in our Agency Bulletin 
more than 200 sales ideas, articles written by our own men and 
based on actual experiences. 


Not theory, not mere exhortation, not argument or prog- 
nostication, but concrete ideas for the selling of new insurance 
and actual experiences of men who have sold insurance and 
know what they are talking about. 


We are proud of our Agency Force and the major part it 
has taken in this great work of helping the other fellow along 


The Union Central Life 


Insurance Company 


CINCINNATI 


Founded 1867 


Insurance in force JOHN D. SAGE, 
One Billion, 324 Millions President 




















Stephen M. Babbit 


President 


HUTCHINSON, KANSAS 











GENERAL AGENTS 


[f You Are Looking For A PERMANENT Connection 
With A PROGRESSIVE Company 
Write The Home Office For Your Copy 
Of The March Issue Of The SHIELD 


This Publication Will Give You An Idea of The Com- 
pany’s Growth And Accomplishments 
Since Its Organization 


If This Appeals To You, Our General Agency Contract 
For Openings In Ohio, Indiana, Illinois, Kentucky, 
Pennsylvania, West Virginia, Tennessee, Louisiana and 
District of Columbia 


WILL SELL ITSELF 


THE FEDERAL UNION 
LIFE INSURANCE COMPANY 


4 East Ninth. Street, Cincinnati 
FRANK M. PETERS, President and General Manager of Agencies 
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OPPORTUNITIES 


The Midland Mutual Life Insurance Company offers: 


Low net costs, sub-standard service, low premiums 
for men, women and children, a full line of Life, En- 
dowment, Annuities and Retirement Income Con- 
tracts backed by a history of real achievement. 


Last year 94% of applications were issued as applied 
for; less than 6/10 of 1% declined—the balance is- 
sued sub-standard. Mortality ratio 25.9. 
Policy proceeds left with Company earn 5%. Divi- 
dends left to accumulate earn 434%. 


Our General Agent’s contract will enable you to 
establish a business of your own on a substantial 
and profitable basis. If you are interested in the 
following territory, write us: 


Illinois, Indiana, Michigan, Maryland, New Jersey, 
California, Pennsylvania, Virginia, West Virginia. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 


























WE NEED A FEW 
GENERAL AGENTS 


in I OWA 


Are you a tall man 
tall corn state? Tall men are not 
tall in stature—they 
must be long on deeds and short 


from the 
necessarily 


on promises. 


A. company which has had a con- 
servative growth during the last 
14 years desires such men to fill 
general agency 
vacancies in lowa. 


a number of 


This organization is now enter- 
ing upon a period of aggressive 
development. If vigor 
and enthusiasm, a complete line 
of live wire life insurance policies 
-—and a general agency contract 
that is good—how good we want 
to tell you personally appeals to 
you, address C-20 Care of The 
National Underwriter. 


agency 


WANTS COOPERATION TO 
REPLACE COMPETITION 


ADVERTISING IS 


DISCUSSED | 


John W. Blevins Addresses Industrial | custodians of 


Insurers’ Conference at St. Louis 
Meeting 





Speaking before the Industrial Insur- 
ers’ Conference at its meeting in St. 
Louis this week on “Flimfilam,” John W. 


Blevins, vice-president of the Interstate | 


Life & Accident of Chattanooga, de- 
clared that “with respect to the extent 


to which men may, can and do flimflam | 


themselves, we of the insurance business 
in one regard, at least, are of all men 
chief sinners and worst offenders.” He 
referred particularly to the custom of 
referring to groups of men or companies 
in the same line of business as competi- 
tors, declaring that the only real compe- 
tition in the insurance field is in regard 
to the extent and efficiency of service. 
“Regardless of what any man who is 
selling insurance may think or say about 
or strive to do to me or my company, 
he said, “he can not but be making 
friends and making prospects for me if, 
haply, he is making friends for himself 
and business for his company.” 


Where Real Competition Is Found 


Taking baseball as an illustration, he 
asserted that two opposing teams cannot 


be competitors, notwithstanding the fact | 
that they strive or contend with each | 


other for the game. It's baseball as an 
institution that takes care of the gate 
receipts, not the flag that goes to the 
winning team, that makes the game pos- 
sible and as a business profitable.” 

“If, therefore, we have competition, 
it is from the butcher, the baker and the 
candlestick maker, meaning men en- 
gaged in promoting the sale of com- 


modities, and not from companies who | 
are striving with us to extend and to | 


broaden the service insurance renders. 
And our competitors, if we have any, 


are they who are engaged in selling any- | 


thing from a house and lot to so-called 
‘short goods’ under a plan which mort- 
gages the buyer’s future earning ca- 
pacity.” 

What Should Be Advertised 


He_ criticised insurance advertising 
which employs “attractively displayed 
word pictures describing the glories of 
company progress and advancement,” 
rather than using co-operative advertis- 
ing “which would teach people what in- 
surance is and does for them.” 

“Our public,” he continued, “thinks of 


| field force in coming months. 


| 
insurance companies as our advertising 


paints them and as our competitors 
would have it, as institutions which wax 
fat and grow mighty on profits made 
| from sales of insurance as a commodity 
| and thinks not of us as we think of our- 
po as the collectors, trustees and 
funds they voluntarily 
| deposit with us for their future use and 
benefit. 
Explains Cooperative Advertising 
“Please do not misunderstand me. By 
cooperation I do not mean or have in 
mind mass or so-called ‘institutional’ 
advertising of the popular magazine 
variety and for which, as applicable to 
insurance and in spite of the extravagant 
claim of its advocates, no practical 
scheme has been proposed or workable 
idea advanced. But I do mean some- 
thing that would make it the purpose oi 
advertising to show that insurance is a 
commodity of interests which makes it, 
|}as an institution, the plus of all the 
safety there is in common methods, safe- 
guards and restrictions and of combined 
capital, surplus and legal reserve and 
gives to it the strength of the sum of 
all the ability, character and integrity of 
all the men and women engaged in ad- 
ministering and directing its affairs and 
in promoting and conserving its inter- 
ests. And that would show that as an 
institution, insurance has made certainty 
, of protection of policyholders essential 
| and profit or hope of profit to stockhold- 
ers in insurance companies incidental. 


Insurance Is Different 


“As an advertising problem, insurance 
is different. It isn’t a commodity. You 
| can’t give its benefits form or substance 

with ink and pulp. You can’t carry its 
| service in a sample case or dress it up 
| and display it in a show window. 
“Surely, we are salesmen, but of what? 
| A plan, a service, not a commodity. And 
| we must compete with each other, but 
how? By cooperation and support, each 
of the other, in giving service and build- 
ing and strengthening the institution of 
insurance and not by opposition and 
rivalry in the matter of patronage for 
| our individual companies.” 


Field Managers Meet 


More than 50 managers of the eastern 
offices of the Mutual Life of New York 
assembled in New York City this week 
for a three-day conference with repre- 
sentatives of the home office on the poli- 
cies to be pursued by the company’s 
The con- 


| ference is the first occasion on which 


David H. Houston, the company’s new 
president, has had the opportunity of 
meeting with any considerable group of 
field managers. 














Missouri 








GENERAL AGENTS WANTED 


We are operating in 36 states, and have 
some very attractive territory open. 


We have a few particularly 
choice fields left in 


Illinois 


Selling is a pleasure 
when you have Continental 
tools in your kit. 


Write our 
Agency Department 


CONTINENTAL LIFE INSURANCE COMPANY 


Continental Life Building 
St. Louis, Missouri 


Indiana 
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SUPERVISION DEMANDS | pee 
Facts and Figures 


NEW TYPE AGENCY HEAD SEEN 

In an article in the Manager's Maga- | A letter from our President to Company policyholders was included in our 
zine, Hugh D. Hart, vice-president of id i . 
de Wink ees Tes cael Eeaeaee lng annual statement of December 31, 1926. It said in part: 
ner in the Hart & Eubank general 











Hugh D. Hart Believes Day of Produc- 
ing General Agent Is Nearing Close 
—Scores Financing 





| 
| 





agency of the Aetna Life in New York, “The pleasing causes for your Company’s An enlarged and improved agency force; 
says that the time is not far distant splendid condition as reflected by the state- An extension of territory; 
when the general agent who gives a ment within are: : é ‘ : : 
great part of his time to personal pro- Sen ie , New business at a steadily increasing 
duction will be non-existent. He says A good saving in mortality; rate. 
in part: ; f 5 7/10% 1! ‘ " . . 

“I am aware that this is a contro- A net interest rate of 9 / Pp =s “Your Company steadily goes forward = 
versial question, and that the view I assets ; every feature and department and its future 
have expressed is a minority view at the 7 . ' er s very i os 
present time. It will not permanently A decreased expense rate; io vary Sragut. 
be a minority view, however, for our * - . . . Z . 
whole conception of the general agent The financial statement was very impressive. It showed te parm we 4 
is undergoing reconstruction because : ; scets ing’ 2 d a $650,000 gain, during that period, in 
we are coming to realize that a general gain of admitted ASSETS during 1926 and a $690, - S P 
agent must multiply himself manyfold surplus to policyholders. 
to accomplish the functions of a gen- ~ ~ 
oral _, ant cut Cie cannes oneuty On December 31, 1926, our assets totalled $35,841,807.60 and we had 
e Carried out in a half-hearted side-line or ‘ “Ne ; oe 
fashion.” passed the difficult 1926 goal of “300 Millions In Force Before 1927. 

“One of the most satisfactory results ‘ . . , cad 
of the ocent torguination of the Hart & Because the $2,500,000 of capital and surplus (not including dividends set 
subank agency,” the article says with ‘ : . x : safety icy- 
reference to a strict policy on financing, aside for policyholders) affords a wide margin of safety, agents and policy 
“was the showing which this financial holders are well assured of their Company’s bright future. 
policy made. During the two years and 


or a ee we ae er We have some excellent openings for agents and give liberal renewal con- 
_——. We dealt with literally thousands tracts. If you would like to know more about what we have to offer you 
of agents and brokers. Yet by following ° . me = Use 
a eile Gunnell eoller we callenel aan! write direct to: Agency Department, Jefferson Standard, Greensboro, N 

a dollar of financial loss through loans | 

or advances. I submit this as proof that | 

it is not necessary to indulge in an orgy 

of advancing money in order to build up 

or operate an agency.” 


iain ission oi exest| JEFFERSON STANDARD LIFE 
agency contracts and functions to agents | 
who wish to obtain general agents’ com- | 
missions on their personal sales, Mr. | INSURANCE COMPANY 
Hart says: 


“This condition has extended itself so | 





widely as to constitute almost an insur- JULIAN PRICE, GREENSBORO, 
ance scandal. How can life insurance | . : J “aroli 
progress if her generals accept the pay | President North Carolina 


of generals and perform the duties of | 


privates?” | Over 300 Millions In Force 


This came in answer to a church ad- 
vertisement: “I notice you want an or- | 


ganist and choir leader, either lady or| , 
gentleman. Having been both for sev- | } 
eral years, I offer my services.” 











A Record of Progress 


HE growth in recent years of The Guardian Life Insurance Company of America is in- 
dicative of the efficiency of the modern sales methods placed at the disposal of its field 
force. The figures tabulated below record the Company’s advance in the past five years. 


1922 1926 
New Business Paid For . . . . . $ 35,431,368 $ 71,812,005 
Business in Force on December 31st . 206,310,800 333,042,886 


In making plans for further development of if your training and experience has been such 
our field force consistent with our growth, we as to equip you for managerial responsibility. 
have openings for managers in several territo- Write in full confidence, stating your age, 
ries. This may be your opportunity, especially history and qualifications for the position. 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Established 1860 Under the Laws of the State of New York 


50 UNION SQUARE, NEW YORK 
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You can never make a policy stick unless the man you sell it 


to is a sticker. 


Most advertising appeals for life insurance 
agents are just foragents. Maybe that’s why 
sixty thousand agents “Try life insurance” 
The novice seeks the 
path of least resistance. He doesn’t sell the 


and quit each year. 


stickers. 


We’ve had our share of “just agents,’ 
course. And most of the good ones stay where 
they’re put, because there are a lot of good 


Companies. 


But if you’re on the end of the lines in a sub- 
ordinate agency, or have hay fever, you 
might benefit by change. 


We should have talked about hay fever last 
June, but we didn’t think of it. 


Insurance Company | 
MADISON, WISCONSIN 


—Elisur Rong. 





> 


of 




















Western Reserve 


Life Insurance Company 


MUNCIE, INDIANA 








Old Line Legal Reserve Company 


Operates in Indiana and Ohio 


a 


Wanted: A few General Agents 
in each State. 


————— 


Service to Policyholders Unsurpassed 
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CONFIDENCE of 











POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 











YOU MIC HT 


have sold that last Acci- 
dent and Health Prospect 
if you had read last month's 


A & H REVIEW 














POLICY STANDS UNLESS 
INTENTION TO DEFRAUD 


CASE TRIED UNDER NEW LAW 
Beneficiary Wins Against Bank in Case 
Involving Indebtedness 
of Decedent 





NEW YORK, Oct. 20.—The first case 
to be tried under last year’s amendment 
of the insurance code, now known as 
Section 55-A, which provides that where 
there is no evident intent to defraud 
creditors a life insurance policy payable 
to any beneficiary other than the in- 
sured, whether issued before or after 
the passage of the amendment, is the 
property of the beneficiary and free 
from all claims of creditors, was decided 
for the beneficiary here recently by Su- 
preme Court Justice Ingraham in a suit 
brought against Mrs. Esther Crosney by 
the Chatham Phenix Bank & Trust. 

The bank sought to recover part of 
the insurance made payable to her by 
her husband, a realty promotor and 
builder, who committed suicide on May 
6, 26 days after the amendment became 
effective, alleging that Mrs. Crosney had 
received more than $100,000 from her 
husband’s policies and that part of this 
insurance should be paid on his indebt- 
edness of more than $50,000 to the trust 
company. There was no other estate, as 
her husband died insolvent. 

Counsel for the bank contended that 
the amendment contained no express 
provision repealing any other statute 
and the case should therefore be decided 
under Section 52 of the domestic rela- 
tions law. This section provides that a 
married woman is entitled to receive in- 
surance under policies taken out by her 
husband to the amount that may be ob- 
tained on an annual premium of $500, 
but that all sums in excess are the prop- 
erty of the creditors of the insured and 
applicable to his debts. As the bank’s 
complaint did not charge fraud, Justice 
Ingraham ruled that the bank’s case 
should be dismissed, inasmuch as the 
new amendment was decisive of the 
action. Life underwriters here, who 
were instrumental in securing the pas- 
sage of the amendment, consider this de- 
cision of great importance and interest 
to the insuring public. 


WARNS OF USE OF COURT 
DECISION IN FRICK CASE 





Sounding a warning that agents should 
not place too much reliance upon the 
famous Frick decision of the Supreme 
Court, Roger B. Hull, general counsel 
of the National Association of Life Un- 
derwriters, speaking before the annual 
meeting of that organization last week 
at Memphis, told of the present status 
of similar litigation. Mr. Hull said that 
the Frick case has been decided some 
two years, but the question is not defi- 
nitely settled. There are at least a half 
dozen cases still in process of litigation 
and on their way to the high court, at 
least one of which will very shortly ap- 
pear before the United States Supreme 
Court for a final decision. Until that 
time, however, Mr. Hull suggests that 
agents do not cite the Frick case as an 
appeal to a sale, unless accompanied by 
ample reference to the new cases going 
through the courts, which will revive the 
old question. Final decision will make a 
wonderful selling argument, but caution 
must be used in this connection. 


Woodward Back at Work 

J. E. Woodward, vice-president and 
secretary of the Pan-American Life of 
New Orleans, has just returned to his 
office after a serious operation for ap- 
pendicitis. Mr. Woodward is one of the 
most popular insurance officials and is 
one of the chief factors in the official 
personnel of his company. His surgeon 
found a more serious condition than was 
anticipated when the operation started. 
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NATIONAL CONVENTION 
IS “BEST IN HISTORY”’ 


(CONTINUED FROM PAGE 5) 
were company officials, general agents 
or managers. Take out from the re- 
maining 400 the wives and daughters 
who registered, the newspaper men, visi- 
tors and other camp followers, and ‘there 
are less than 300 left, and the National 
association has a total membership of 
over 15,000. 

There were virtually no agents pres- 
ent from distant points although general 
agents, managers and company officials 
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agent was scarcely heard, but what of pany,” The Franklin offers the field man 
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oys who wrote not less than $1,000,- 
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so little from any meeting and that he plete line of policies that compare with 
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\t least half of the speeches will be sen- 
timental and emotional in character; all | 
that make a big hit will be. There will, 
as time goes on, be less and less for | 
the agent and more and more for the 
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agency manager. And why not? Should | 
not the annual conventions of the Na- 
tional Association of Life Underwriters, 
or any other organization, be held pri- 
marily for the benefit of those in control 
and decidedly in the majority at the 




















meetings? If the answer is yes, then no | @ = 

change is needed or wanted in the Na- 

tional association's programs. A PURELY MUTUAL | 
| COMPANY. 





GIVE LIFE PRESIDENTS 7 . 
If You Have Knocked 
CONVENTION PROGRAM 7 et Out of “Can't” Security~— 


(CONTINUED FROM PAGE 3) | 


William BroSmith, Hartford; George I. | 

Cochran, Los Angeles: Cornelius A. rm T Te 

Craig, Nashville; Walton IL. Crocker, | W E CAN GI\ E g When the Mutual Benefit was 
Boston: William A. Day, New York; 

Haley Fiske, New York; John R. Hardin, : a ane nized in 1845 there were onl 
Newark; Ernest J. Heppenheimer, Jersey I. You a liberal first year CR. orga a y 
City; David F. Houston, New York; Fred | 2, An unexcelled renewal commission. a few Life Insurance Companies 


A. Howland, Montpelier: Darwin P. 
Kingsley, New York; William A. Law, 3 


. Your beneficiary a renewal pension. in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 


surance, 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 


Philadelphia; Thomas B. Macaulay, Mon- 
treal; William W. McClench, Springfield, 
Mass.; Henry M. Merriam, Springfield, | 
tll.; Henry Moir, New York; Gerard S&S. 
Nollen, Des Moines; Sylvan B. Phillips, | 
Portland, Me.; Julian Price, Greensboro, 
N. C.; Robert L. Rutter, Spokane; John | 
D. Sage, Cincinnati; Harry L. Seay, 
Dallas; Howard S. Wilson, Lincoln, Neb. 


Morehead Made State Agent 


Roy S. Morehead has been appointed | 
state agent in Oklahoma by the Equi- | 
table Life of Iowa, his headquarters be- 
ing Oklahoma City. C. I. Hart has 
been made agency manager at Omaha | 
and E. W. Stryker agency manager at | 
Council Bluffs. ;@ 
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Should Life Men Be Specialists ? 


Leon Gmusert Simon of New York, 
one of the big producers in that city 
and lecturer before the life insurance 
sales course of New York UNIvERsITY, 
said in an address before the CHicaco 
Lire Uwnperwrirers AssociaTion that 
any one specializing on one form of in- 
surance or one form of policy is not an 
ideal agent. He predicted that the fu- 
ture life salesman would be an all 
around man. He will be able to sell 
inheritance tax insurance, business in- 
surance, all forms of life insurance and 
in fact any policy that will fit a particu- 
lar case. 

Mr. Si1mon’s observations are interest- 
ing in view of the fact that in some cit- 
ies there are men who are specializing 
to the nth degree on certain phases of 
insurance. Just as some men will not 
sell anything but life insurance and are 
not interested in talking any other form 
of insurance, likewise these specialists 
are so thoroughly enthused with their 
particular line that they refuse to be 
budged out of it. 

Undoubtedly these 


specialists have 


Value of Calls Analyzed 


In a recent number of “Printers’ Ink” 
monthly A. E. MacInnis, president of 
the Power PLANT ENGINEERING COMPANY, 
which distributes oil burners, made some 
observations on the experience of his 
concern with relation to calls to sales. 
His company conducted a sales contest 
when an analysis was made to see if 
any deductions of value could be found. 

After mobilizing the experience the 
statistics showed that 10.5 of the sales 
were made by the men on their first call. 
These men were sufficiently well in- 
formed as to their products and were 
convincing enough to put the prospect 
in a favorable frame of mind at once. 


How Success Is Achieved 


A wRITER once said that the secret of 
success is nothing more than doing what 
you can well, and doing well whatever 
you do without a thought of fame. If 


Mark of the 


THE man who is a topnotcher always 
aims to give his best effort to anything 
that engages his attention. He is will- 


ing at all times to learn from others and 
to take advantage of mistakes he has 


thought, read, studied and talked so 
much about their particular phase of the 
business that they become almost fanat- 
ical. For instance, some men are writing 
only business insurance. Other men will 
devote themselves to annuities. Some 
will only sell investment forms of poli- 
cies, etc. 

Mr. Simon’s theory is that a life insur- 
ance man should be a general practi- 
tioner. He would eliminate evidently the 
specialists who follow one trail. In med- 
icine there is need for specialists al- 
though in all likelihood the specialty 
program has been carried too far even 
in that profession. Undoubtedly in life 
insurance soliciting some men will give 
particular attention to fulfilling certain 
needs, especially where large insurance 
is involved. Regardless of whether the 
specialists are going into eclipse or not, 
there will always be in demand the gen- 
eral insurance man who can meet all 
life insurance needs, at least in an intel- 
ligent way. He may not know all the 
fine points, but at least his general ad- 
vice is worth while. 


Following an analysis showing the num- 
ber of cases closed on subsequent calls 
it is interesting to find that 16 percent 
were closed from the sixth to the tenth 
call. This plainly indicates that it pays 
a salesman to follow up and not drop a 
prospect. There is much value in these 
after calls, once the ground is broken. 
Some salesmen will cross a man’s name 
off his books if he cannot be closed on 
the first few interviews. 

The experience of the power plant en- 
50 per- 
cent of its sales were made in the morn- 
ing, 33 percent in the afternoon and 17 


gineering company showed that 


percent in the evening. 


it comes at all it will come because it is 
deserved, not because it is sought after. 
Such a program conscientiously fol- 
lowed will bring its own reward. 


Topnotcher 


made. He realizes that what he accom- 
plishes is far from being the goal that 
he desires. He is always aiming at 
something higher and better, whatever 
his field may be. 








Dr. Andrew Johnson, 67 years old, 
vice-president and medical director of 
the Crescent Life of Indianapolis, died 
at his home at Indianapolis last Sunday, 
death being due to heart disease, with 
which he had suffered for a year. He 
had been seriously ill for one week. 


Thomas B. Macaulay, president of the 
Sun Life of Canada, will be the guest 
of honor at a banquet given by the di- 
rectors of the company at the Windso: 
hotel in Montreal, Nov. 3. This will 
mark the completion of 50 years of serv- 
ice with the company. 


Harold J. oun associate agency 
manager of the Minnesota Mutual Life, 
and Mrs. Cummings are receiving the 
congratulations of their friends upon the 
arrival of Harold J. Cummings, Jr. 


Col. J. E. McLemore, 57 years old, 
well known life insurance man in Dallas 
for the past 20 years, died suddenly at 
his home there last week. He had been 
in Dallas for 35 years. He was active in 
civic and fraternal circles. 


W. A. P. Wood, actuary of the Can- 
ada Life, spent several days visiting in 
New York last week after attending the 
conference called by Superintendent 
Beha of all companies writing group in- 
surance in the state. 


Interest is running high in the ob- 
servance of “Shepard Month” which has 
become a permanent institution among 
the activities of the Lincoln National 
Life. October is the birth month of 
Vice-President and Manager of Agen- 
cies Walter T. Shepard, and the finest 
spirit of loyalty and enthusiasm has de- 
veloped among the Lincoln Life men 
and women in the field in their efforts 
to write a record-breaking total of busi- 
ness in honor of one they regard as a 
leader and personal friend. Each year 
since “Shepard Month” was first in- 
stituted the volume of applications has 
steadily grown until this month prom- 
ises to eclipse them all. 
phies are also distributed so that the 
winners have a permanent reminder of 
their part in its success. 


The Equitable Life of Iowa made an 
8 percent gain in September over the 
corresponding month of 1926. The paid- 
for production of September this year 
was $6,973,011. 

The Hoey, Ellison & Wendt agency 
of New York City led all agencies of 
the company with a paid-for production 
of $636,711. This agency has won the 
leadership honors for three consecutive 
months. The other leading agencies for 
the month were: C. R. Walker, Cleve- 
land; Wallis & Tyson, Philadelphia; A. 
C. Pfaff, Chicago, and F. A. Smart, De- 
troit. 


Personal tro- | 





Ralph R. Lounsbury is the chief oper- | 
ating executive of three life insurance 


companies in three corners of the coun- 


try. Each of these companies bears the | 


same name, the Bankers National Life, 
one being located in Jersey City, one 
in Denver, Colo., and one in Jackson- 
ville, Fla. The Denver company was 
organized in 1923, the —— com- 
pany in 1925 and the New Jersey com- 
pany is now in process of organization. 
This group of companies is making ex- 
tensive plans for the future and expects 
to achieve some notable records in the 
life insurance business. 

Mr. Lounsbury is one of the younger 
executives in the business. He gradu- 
ated from the University of Michigan in 
1916, specializing in actuarial work. For 
a year he stayed with the university as 
an instructor and in 1917 was appointed 
state actuary of Nebraska. In 1918 he 
joined the actuarial section of the War 
Risk Bureau, there drafting the policy 





RALPH R. LOUNSBURY 


forms to be used in converting and con- 
tinuing the government term insurance. 
At the close of 1918 Mr. Lounsbury be- 
came secretary-treasurer and actuary oi 
the Union Life & Accident of Lincoln, 
Neb., and also first vice-president of 
the Union Automobile of Lincoln. In 
1923 Mr. Lounsbury began his organiza- 
tion work of the Bankers National 
group. He is now president of the Den- 
ver and Jacksonville companies and 
executive vice-president of the New Jer- 
sey company. 

Herbert N. Laflin, assistant counsel 
for the Northwestern Mutual Life, Mil- 
waukee, is recovering from a serious 
operation for appendicitis. He was 
rushed to the hospital and for a time 
was in serious danger. He has passed 
the critical stage and is much better 
now. 

Gaius W. Diggs of Diggs & Cary, 
general agents at Richmond, Va., for 
the Penn Mutual, has been elected a 
vice-president of the Morris Plan Bank 
of Richmond. He has been a director of 
the bank for several years. 

At a recent meeting of the directors 
of the Midwest Life of Lincoln, Neb.. 
resolutions of eum of the serv- 
ices of the late N. Z. Snell, its founder 
and president, were adopted. An agency 
organization resolution commends him 
for his square dealing, and said that he 
always declared that no applicant need 
take a policy even after it was issued 
unless he wanted it. 

Robert Lee Stephenson, general agen: 
of the Union Central Life in San Fran- 
cisco, is celebrating the arrival of his 
first grandchild, a daughter, born Oct 
10, to his daughter, Mrs. C. C. Neuer 
of Kansas City. 


Harmon D. Mersereau, agent for thie 


| New York Life in Kansas City for more 


than 40 years, died there on Oct. 14. He 
had served continuously with the New 
York Life in Kansas City until four 
years ago, when he went to New York 
and was connected with the Knicker 
bocker branch. A vear ago he returned 
to Kansas City and has been with the 
branch there since then. 


More than 350 guests, including the 
most prominent local business leaders 
as well as city, county, state and federal! 
officials, attended the reception and 
luncheon given at the home offices oi 
the Prudential in Newark last week in 
celebration of the company’s 52nd anni 
versary. The welcome to the affair was 
extended by President Edward D. Duf- 
field, who was assisted by Vice-Presi- 
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dents John K. Gore, Franklin D’Olier, 
Willard J. Hamilton and Archibald M. 
Woodruff. Among prominent life insur- 
ance men in attendance were President 
John R. Hardin and Vice-President Ed- 
ward E. Rhodes of the Mutual Benefit, 
Deputy Insurance Commissioner C. A. 
Gough of New Jersey, William C. Hep- 
penheimer of the Colonial Life, Manager 
George T. Wight of the Life Presidents 
Association, S. H. Wolfe and Lee J 
Wolfe, independent actuaries of New 
York City. 

A joint birthday party and celebration 
in honor of his 28th anniversary as gen- 
eral agent for New England Mutual Life 
in Wisconsin and northern Michigan was 
held last week for A. L. Saltzstein of 
Milwaukee by his agency force, rep- 
resentatives of the home office and other 
friends. Mr. Saltzstein was 60 years of 
age on that date and he also completed 
28 years of service as general agent, a 
record in Wisconsin, as he is the only 
agent who has been with a company that 
many years of continuous service. 

George W. Smith, first vice-president, 
and Earl W. Brailey of the agency staff 
represented the home office. Mr. and 
Mrs. Saltzstein recently returned to 
Milwaukee after an eight months’ trip 
to Europe. 

The portrait of William D. Van Dyke, 
president of the Northwestern Mutual 
Life, which was painted by Prof. Carl 
Marr of Munich during his recent stay 
in Milwaukee, is on exhibit in the gal- 
leries of Miss Cecilia Schieweck in that 
city. 

J. J. Boasen, general agent of the 
Bankers Life of Nebraska, with head- 
quarters at Kearney, Neb., operated suc- 
cessfully a new idea recently. He asked 
each of his agents to send in an appli- 
cation for insurance on his own life, 
and each of them did so. 








LIFE AGENCY CHANGES |} 














APPOINTMENTS OF EQUITABLE 





Several Field Posts Filled by Iowa 
Company in Various 
Sections 





Lloyd S. Moorhead has been ap- 
pointed state agent for Oklahoma for 
the Equitable Life of Iowa with head- 
quarters at Oklahoma City. Mr. Moor- 
head is a life underwriter of experience 
and ability. He is a graduate of Tarkio 
College and the University of Chicago. 
His entire business experience has been 
in life insurance. He entered the busi- 
ness as a solicitor for the Equitable of 
New York at Waterloo, Ia. He was 
later made district manager for the same 
company at Mason City, and then trans- 
ferred to Cedar Rapids as district man- 
ager. While at Cedar Rapids, he served 
as vice-president of the underwriters’ 
association. 

Messrs. Coats and Miller, former gen- 
eral agents, will remain in Oklahoma 
City and devote their entire time to per- 
sonal solicitation. Mr. Coats will be a 
district manager and Mr. Miller a spe- 
cial representative. They were pioneers 
in Oklahoma for the company and have 
a large life insurance clientele to whom 
they will continue to render their very 
efficient life insurance service. 


Change Made at Omaha 


C. I. Hart, district manager at Sioux 
City, has been made agency manager for 
the Equitable at Omaha. Mr. Hart has 
been a representative of the company 
for the past eight years. He is a grad- 
uate of Morningside College and en- 
tered the life insurance business as an 
agent for the company at Sioux City in 
1919. 

Hugh E. Wallace, formerly agency 
manager. has heen made district man- 
iger and wll devote his entire time to 
personal solicitation. 

E. W. Stryker, who has been con- 


















Commissions on Full 


Premiums up to 
Age 65 



















The Lincoln National Life writes 
policies to cover an age range of from 
one day old to age 70. Commissions 
are now being paid on the whole amount 
of the premiums on policies issued up to 
and including age 65. 


This is another of the fourteen pro- 
gressive changes made effective by The 
Lincoln National Life on September 15. 


Another reason why it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character’’ 


Lincoln Life Bldg. Fort Wayne, Ind. 





Now More Than Half a Million Insurance in Force 
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re You in a Blind Alley? 


Can you see a way to better things in your present job? 
Will it land you where you want to be in ten years from now? 


A”Man Can Go Dead on Any Level 


If you have thought about your job, and believe it is a 
blind alley, why not talk over working for this company. 


The necessary requisites are character and a desire to 
get ahead. 


We Will Help You on Your Way 


Write us, and in your letter, tells us all about yourself. 





Merchants Life Insurance Co. 


HOME OFFICE: DES MOINES, IOWA 


WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 
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HOME OFFICE 
F. & M. BANE BUILDING 


J. L. Mistrot 
President 














Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 


Southern Union Life 


FORT WORTH, TEXAS 


Tom Poynor 
Viee- President 






















































(levelanders Prefer 
the CLEVELAND 


"Tit, who know 1t best, prefer 
Hotel Cleveland for its a 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 
Clevelanders who are accus- 
tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as you will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 













Hotel Cleveland is on the Public 









. convenient to all parts 
of the city. Every room has pri- 
vate bath and servidor service. 





nected with the Equitable Life of Iowa 
as agency manager of the Boone agency, 
has been made agency manager at 
Council Bluffs. Mr. Stryker entered the 
life insurance business in 1913 as an 
agent for the Oklahoma National Life. 
He remained with this company three 
years and resigned to represent the Na- 
tional Fidelity Life in Sioux City. In 
1920 he became general agent for the 
Columbian National Life in Sioux City, 
and remained with that company until 
1924, when he became associated with 
the Equitable as field supervisor. While 
in Sioux City Mr. Stryker was president 
of the underwriters’ association of that 
city. 

V. P. Laustrup, former agency man- 
ager, desirous of devoting his entire 
time to personal production, will remair 
in Council Bluffs as special representa- 
tive. 





Charles V. Wilson 


Charles V. Wilson has been appointed 
general agent for the National Life of 
Vermont in North Dakota, with head- 
quarters in Fargo. Mr. Wilson has trav- 
eled North Dakota extensively in his 
previous connection and is well known 
throughout the territory. 


Charles W. Yager 


Charles W. Yager, agent of the West- 
ern Reserve of Muncie and former 
| mayor of Decatur, Ind., has been ap- 
| pointed as the company’s agent over 
Defiance, Williams and Paulding coun- 
ties in Ohio. Mr. Yager still retains 
his territory around Decatur. He will 
move his family to Defiance, O., about 
the middle of November. 








E. L. Ingham 


E. L. Ingham has been appointed gen- 
| eral agent for the Provident Mutual Life 
in Wichita, Kan. He was formerly with 
the Business Men’s Assurance and in 
addition to his insurance experience has 
had wide business experience. He takes 
the place of R. W. Deaver, former gen- 
eral agent. The Wichita agency covers 
all of western Kansas. . 


E. H. Olmstead 


The agencies of the State Mutual Life 
of Massachusetts at Morrisville and Rut 
land, Vt., have been consolidated and 
will be operated as one agency with 
headquarters at Burlington, Vt. E. H. 
Olmstead, who has been general agent 
at Morrisville, will be in charge of the 
combined agency. F. C. Roberts has re- 
signed as general agent and will devote 
his entire time to his persoan! clientele 
in the vicinity of Rutland. 


A. D. Reider 


A. D. Reider of Kewanee, IIL, who 
has been general agent for the Farmers 
National Life for several years, has been 
advanced to district manager with juris- 
diction over half of Illinois. He will 
make his headquarters in Sterling 








Newman Dorr 


The Provident Mutual Life has estab- 
lished an agency at Waterloo, Ia., with 
offices at 708 Black Hawk building. 
Newman Dorr has been put in charge, 
under the central Iowa general agency. 
of which Norvin E. Smith is general 
agent. Mr. Dorr was with the Penn Mu- 
tual agency in Des Moines prior to going 
to Waterloo. 





Starr Cutler 


Starr Cutler, district manager for the 
Acacia Mutual Life at Walnut Creek. 
has been transferred to San Francisco as 
agency manager succeeding O. C. Lar- 
son, who recently resigned to become 
associated with the Occidental Life 





Harper Moulton 


Harper Moulton, general agent for the 
Provident Mutual Life in Kansas City, 
having western Missouri under has man 
agement, has been appointed general 
agent for eastern Kansas as well. This 
adds 18 counties to Mr. Moulton’s ter 
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ritory, one of the most widely diversified 
agricultural sections of Kansas. 

Mr. Moulton has appointed O. K. 
Fearing and A. H. Fearing as district 


agents with headquarters in Lawrence, 
Kan. He intends to develop his new 
territory through the appointment of 








| EASTERN STATES ACTIVITIES 


district agents through the state. 
| 
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COPY NOT EASILY LEGIBLE 





Company Not Permitted to Avail Itself 
of Defense of Fraudulent State- 
ments in Application 





In Janunas vs. Metropolitan Life, su- 
preme court of Michigan, 214 N. W. 
117, the company issued a policy Aug. 
3, 1922. The insured died of 
culosis of the lungs Oct. 22, 1922. 
company thereupon denied liability 


The 
on 


tuber- | 


the ground that the insured had made | 


fraudulent representations in the appli- 
cation for the policy relative to her 
health. The trial court instructed the 
jury that no statements in the applica- 
tion would avoid the policy unless such 
statements were attached to the policy 
and in letters sufficiently large to be 
read by a person of normal eyesight, 
pursuant to the Michigan statute. 
The jury found that the photostatic 
copy of the application which was at- 
tached to the policy could not be read 
by a normal eye under normal condi- 
tions and with reasonable ease. The 
trial thereupon resulted in a judgment 
in favor of the plaintiff. 
higher court in reviewing the record and 
in affirming this judgment, said: 


Defense Not Available 


“It is said the statute 
‘in the absence of fraud,’ and there- 
fore the affirmative defense of fraud in 
procuring the insurance is open to de- 
fendant. Such an affirmative defense 
must be predicated upon the statements 
made in the application, to show the 
fraud, and that may be done unless the 
statute has been obeyed by defendant. 

“We find no reversible error, and the 
judgment is affirmed with costs to plain- 
tiff.” 


only applies 





Plan Connecticut Day 


The fourth annual Insurance Day 


On appeal the | $3 


| Fire Underwriters, the 


| Bureau of New England. 


who answered fully all the inquiries put 
to them. It is believed that as a result 
of the meeting medical examiners and 
directors and the underwriters now have 
a better understanding of their mutual 
problems. 





Group Policies Are Placed 


Through the life department of the 
John C. Paige & Co. office, the Travelers 
has placed group life policies in Boston 
on the employes of the Boston Board of 


Stamping Office, the New England In- 





Fire Insurance | 


surance Exchange and the Underwriters | 


The coverage 
amounts to approximately $500,000 and 
covers some 350 employes. About 95 
per cent of the employes subscribed for 
the insurance, which is on a contributory 
plan under which the employes pay a 
part of the cost. 





Investigating Detroit Case 


Investigation is being conducted at 


Detroit by the Sun Life of Canada into | 


circumstances surrounding the death of 
Lucash Cap, bakery employe, 
7,500 insurance was made 
to the Hand Baking Company, where 
it is now claimed he was an officer. 
An injunction has been secured to pre- 
vent other officers of the baking com- 
pany from starting an action to recover 
from the Sun Life under the Cap policies 
and counsel for the latter has started 
federal court procedure designed to dis- 
solve the injunction. 

Alleged suspicious 
cluded the fact that, though Cap got 
only $15 a week, he was paying a pre- 
mium of $1,151 annually on his policy. 
It was said by the investigators that 


payable 


circumstances in- 


| Cap was found to be a dishwasher and 
| janitor but the bakery officials insist Cap 
| was placing money in the business and 
| was an officer. 


meeting and banquet of insurance men | 


in Conecticut will be held at Hartford 


} 


November 30. A luncheon and banquet | 


will be held at the Hotel Bond and busi- 
ness meetings at which prominent insur- 
ance men will talk will be held at one 
or more of the local insurance com- 
panies. 

Insurance Day, the time when insur- 
ance men of the entire state get together 
and discuss business affairs, is spon- 
sored by Commissioner Dunham of the 
state insurance department, the insur- 
ance companies of the state, the Con- 
necticut Life Underwriters’ Association, 
the Connecticut Fire Underwriters’ As- 
sociation and the Connecticut Associa- 
tion of Field Men and Special Agents. 
Members of the committee are James L. 
Case of Norwich, chairman; Thomas L. 
Faulkner and Charles Page of Hartford, 
and Donald G. North of New Haven, 
secretary. 


Closer Cooperation Sought 


Closer cooperation and a better under- 
standing between the underwriter and 
the medical examiner and the medical 
examiner and the home office were 
stressed in addresses 
the Hempstead Medical Society at Ports- 
mouth, O., by Dr. C. E. Schilling, med- 
ical director of the Ohio State Life, and 
Dr. Frank Harnden, medical director of 
the Midland Mutual Life of Columbus. 
The medical directors, both speakers 
urged, should be supplied with a com- 
ete and thorough picture of the ap- 
plicant for insurance in order that the 
home office may be able to estimate the 
risk. The meeting was attended by both 
insurance men and physicians and many 
questions were asked the two physicians, 


| 





delivered before | 





Bond to Be Tried Again 


The trial of John C. Bond, former in- 
surance commissioner of West Virginia, 
has again been set for hearing early in 
November. The charges are forgery, 
larceny and embezzlement of state funds. 
When the first trial was started last 
winter, the defense suggested that in- 
sanity might be set up, whereupon the 
presiding judge ordered an inquest in 
lunacy, which resulted in the placing of 
Mr. Bond in a state hospital. He was 
recently 
trial on the indictment. 


Life Men at Health Meeting 


Among the insurance men who are 
prominent at the 56th annual meeting of 
the American Public Health Association 
in Cincinnati this week are Louis I. 


whose | 


discharged and now must stand 


Dublin and Edwin W. Kopf of the Met- | 


ropolitan Life, Frederick L. Hoffman, 
consulting statistician of the Prudential, 
and A. S. Somner, one of the Metro- 
politan managers in Cincinnati Mr. 
Dublin appears on the program both as a 
speaker and as a committee chairman 
Mr. Kopf speaks on “American Colonial 
Laws on Vital Statistics” and Mr. Hoff- 
man on 
navia.” Mr. Somner is treasurer of the 
Cincinnati local committee handling the 
convention in Cincinnati 


Hold School of Instruction 


A school of instruction for represen- 
tatives of the Ohio State Life in Dayton, 
Eaton, Springfield, Middletown, Xenia 
and other cities in southwestern Ohio 
was held in Dayton last week The 
principal speaker was Dr. Roy C. Fisher, 
superintendent of the health and acci- 


| dent department of the company 


“Cancer in Russia and Scandi- | 





Away toa Flying Start 


Fathers have one purpose in common—a de- 
sire to give their children every advantage 
in the race for a place in life. 


Hence, most fathers 
would be interest- 
ed in assurance 
which would have 
as its basic intent 
material assist- 
ance for a son or 
daughter about to 
begin the quest. 


Endowment Life In- 
surance is the an- 
swer, and The 
Prudential offers 
a most attractive 
selection of poli- 
cies of this type. 


Prudential Ordinary 
Agencies, located in 
all large centers of 
population, are pre- 
pared to give Brokers 
splendid service on all 
forms of life under- 
writing. 


Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office - 





Newark, New Jersey 
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We have in Ala., Ark. See i a. 


N. M., N.C. Ce ona 8D D., W. Va and W 
Our Agents Have 

A Wider Field— 

An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts a Gow $5,000) for Children on variety of 
Life and Endowment wy. thus parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE. President 

















Clerks Climb Ladders! 


About one-half of the members of our great Home 
Office Agency once were Home Office clerks. Field work 
has paid them with financial prosperity, mental satisfaction, 
independence, and the zestful joy of service. 

What these Philadelphians did, YOU can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be 
the master instead of the slave of fortune? Vacations are 
over and Fall and Winter are on their way—the open seae 
son of success in life underwriting. Consider, decide 
START! 

We have Field positions for earnest men and women 
who have ambition, intelligence, and industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 
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1 EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 





NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 




















Thirty-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 


WILLIAM J. ALEXANDER 
Secretary 


POSE BARRY DIETZ 
President 
pe - 
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KANSAS CITY SALES SCHOOL 
Course in Life Insurance Salesmanship 
May Be Placed on Permanent 
Basis 





KANSAS CITY, MO., Oct. 20.—A 
school of life insurance salesmanship is 
to be conducted here by the Kansas City 
Life Underwriters Association and the 
Life Insurance General Agents & Mana- 
gers Club of Kansas City under the aus- 
pices of the Kansas City School of Com- 
merce. O. S, Cummings, assistant super- 
intendent of agencies of the Kansas City 
Life, is head of the committee in charge 
of the school. The course will open Oct. 
31 and will continue one evening a week 
through two semesters of three months 
each. Allied with the Kansas City 
School of Commerce, it will probably 
eventually become the basis of a life 
insurance course in the Lincoln and Lee 
University in this city, when the Kansas 
City School of Commerce is absorbed 
by the university. 

The faculty ot the school will be com- 
posed of Kansas City insurance men. 
Mr. Cummings, a graduate of the Carne- 
gie school and former director of the 
life insurance salesmanship course of 
Southern Methodist University, Dallas, 
Tex., will be a member of the faculty. 
Ray E. Haberman, manager of the Kan- 
sas City agency of the Phoenix Mutual, 
formerly agency assistant on the Phoenix 
Mutual home office staff, will teach 
“Practical Life Insurance Salesmanship.” 
E. J. Montague, supervisor of the Kan- 
sas City territory for the Business Men’s 
Assurance, a graduate of the Carnegie 
school and formerly an instructor in the 
Rockwell school, will conduct a course 
one semester. Frank Gentry of 
Mill, Gentry & Mill, general agents for 
the New England Mutual Life in Kansas 
City, who has had 26 years’ successful 
life underwriting experience in Kansas 
City, will be another instructor, as well 
as John E. Higdon, Jr., secretary and 
actuary of the Business Men’s Assur- 
ance. 

It is the plan to confine the enrollment 
to a limited number, probably about 50, 
although it may be necessary to increase 
the number, since there is a large de- 
mand for the course. Harper Moulton, 
general agent of the Provident Mutual 
Life, is secretary of the school. 





Mutual Benefit’s Springfield Meeting 


Seventy members of the central and 
southern Illinois agencies of the Mutual 
Benefit Life atended the sales gathering 
at Springfield, Ill, last week which H. 
M. Solenberger, general agent, arranged 
to hear Oliver Thurman, superintendent 
of agencies; and John R. Hardin, presi- 
dent of the company, and Dr. William 
Ward, medical director. 





Insurance Men on Tour 

Seventeen representatives of Lincoln 
insurance companies and agencies have 
been booked for the annual goodwill 
trip of the insurance subdivision of the 
chamber of commerce, which will start 
from Lincoln, Oct 24. Chairman Maurice 
E. Hyde is assisted by Fred E. Groth 
as master of transportation and itinerary 
and Frank E, Helvey is publicity man- 
ager. The tour will include Holdrege, 
Kearney, Grand Island, Columbus, Nor- 
folk and possibly Omaha, with 15-minute 
stops in towns of importance between. 
The trip last year covered the South 
Platte cities within a 200-mile radius of 
Lincoln, and this one will cover the ones 
in the North Platte district. 





Agency Meeting at Lancaster, Wis. 


A meeting of 50 members of the Ra- 
cine, Wis., general agency of the North- 
western Mutual Life, was held at the 
district agency of E. L. McCoy, Lan- 
Topics discussed in the 


caster, Wis. 





afternoon session were: “What we have 
to sell” and “Where we have to sell it.” 
This discussion was general and was 
conducted by General Agent W. F. Mc- 
Caughey. 

At the banquet served in the Town 
Hall U. H. Poindexter, assistant super- 
intendent of agencies, spoke on “Ideas” 
and C. H. Parson, superintendent of 
agencies, on the “Spirit of Service.” 





Travelers Kansas City Meeting 


The Travelers will hold a two-day 
convention and sales confgrence at the 
Kansas City branch office here Oct. 
24-25. John S. Egloff, D. J. Bloxham 
and W. E. Boyce, Jr., supervisors of 
agency field service, will represent the 
home office at the meeting. All the 
contract agents in that territory have 
been invited. 





Mielenz Holds Sectional Meetings 


Three sectional agency conferences 
were held by Albert E. Mielenz, general 
agent for the Aetna Life, in Milwaukee, 
Wausau and Madison. 

N. M. De Nezzo of the conservation 
department and Mr. Cousins, developer 
of accident and health business, were 
in attendance from the home office. Mr. 
Mielenz was assisted also by R. W. 
Dwyer, home office representative at 
Milwaukee for the group department; 
Alvin Moser, field supervisor at Milwau- 
kee, and H. C. Birger, field supervisor 
for northern Wisconsin. 





Finance Company Barred 


The state of Nebraska has refused to 
permit the Equity Finance & Investment 
Corporation, organized in Delaware by 
officers of the Equity Life of Omaha, 
to engage in business in Nebraska. A. S. 
Sorenson, president of the company, is 
also head of the Equity Life; G. H. Fur- 
ness, vice-president of Equity Life, is a 
heavy stockholder, and P. A. Havens, its 
secretary and treasurer, holds qualifying 
shares. 

Attorney General Spillman says the 
articles are ambiguous, and authorizes 
the company to engage in almost every 
known kind of business in the state, 
which he says is contrary to public 
policy. The books showed the com- 
pany has been doing auto financing. 


Interest in Insurance Day 


MILWAUKEE, Oct. 19. — Reserva- 
tions for Wisconsin Insurance Day, Oct. 
26, are coming in rapidly, with 100 paid 
reservations already received, and about 
another 100 which have not been paid. 
Carl E. Hilbert, general chairman of the 
event, is looking forward to a larger at- 
tendance than a year ago. 

Several of the large agencies operating 


|in Wisconsin and northern Michigan, 
| with headquarters at Milwaukee, are 


planning to have special luncheons for 
their field forces and other guests. Two 
of the local evening mewspapers are 
preparing to issue special editions on In- 
surance Day which will carry reviews 
and articles on the extent of the various 
branches of insurance. 





Returns to Sectional Meetings 


The Bankers Life of Nebraska has re- 
turned to its plan of sectional agency 
meetings, suspended last year so that 
the company might properly celebrate 
its 40th anniversary by bringing the 
stars in its agency force to the home 
office for a big meeting and banquet. 
President Wilson says the officers have 
found these meetings to be of great edu- 
cational value, and so are bringing them 
to the agents as nearly as possible. Oc- 
tober marks the beginning of the quali- 
fving period, The company’s first term 
of its first agency school, begun Oct. 3, 
brought 16 men from ten different dis- 
tricts. A second term is planned for 
Nov. 21. 
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IN THE SOUTH AND SOUTHWEST 














COMPANY ENTITLED TO REJECT 





Court Holds That in Absence of Bad 
Faith Company Need Not 
Accept Business 





In Salley vs. Amicable Life, Court of 
Civil Appeals of Texas, 295 S. W. 612, 
plaintiff was employed by defendant 
under an agency contract. While so 
employed plaintiff secured applications 
for a number of policies. The defendant 
rejected some of these applications and 
issued policies on the others, which 
were sent to the plaintiff to be delivered 
only on certain conditions. 

Before the conditions required by the 
defendant were complied with, the de- 
fendant directed the return of the poli- 
cies for cancellation. The plaintiff there- 
after brought the instant action for 
commissions on these policies on the 
ground that the defendant had no right 
arbitrarily to cancel the policies and 
thus deprive the plaintiff of his com- 
missions. 

In this action the plaintiff did not al- 
lege that the defendant had acted in bad 
faith, but merely that it had acted arbi- 
trarily. Defendant set up certain of its 
rules, which were made a part of the 
agency contract, and provided as fol- 
lows: 

“*The company will not disclose the 
reason for declining an application; 
neither will the application be returned 
to the agent or the applicant.’ 

“‘Doubtful risks, border line cases, 
and such as may have been previously 
rejected, postponed or limited for insur- 
ance, and similar cases must be sub- 
mitted to the home office before taking 
a regular application,’ etc.” 

Trial of the cause resulted in a judg- 
ment for the defendant. The plaintiff 
appealed, and the higher court in affirm- 
ing the judgment, said: 

“Under such a contract, it would 
seem the insurance company had the 
right, at least within the limits of good 
faith and in the exercise of an honest 
judgment, to select its own risks and 
reject applications for insurance, with- 
out being bound to justify that action to 
the party who so contracted with it by 
the statement of its reasons therefor. 
Affirmed.” 





Hold Anniversary Celebration 


The San Antonio, Tex., agency of the 
Jefferson Standard Life celebrated its 
fifth anniversary with a one-day agency 
meeting. Thirty of the San Antonio and 
southwest Texas agents were present. 
O. P. Schnabel, branch manager, pre- 
sided. W.T. O’Donohue, vice-president 
and agency manager, heading a home 
office flying squadron composed of 
Ralph Price, director; R. L. Hicks, chief 
loan appraiser, and Ralph Pierce, travel- 
ing auditor, helped to pep up the meet- 
ing. September had been designated 
anniversary month. A silver loving cup 
was presented to R. W. Webb for over- 
writing his quota by the largest percent. 
Prizes were also received by Mrs. Webb, 
B. J. Novak and John D. Townsend dur- 
ing September. 

As a special tribute to Mr. O’Donohue, 
the agents presented him with an appli- 
cation shower of 46 application totaling 
$150,000, which represented five days’ 
work. Mr. Schnabel announced that the 
1927 business to date showed an increase 
of more than $1,000,000 over 1926. The 
1927 business to Oct. 1 amounted to 
$3,300,000 and the stage was set to wind 
up the year with $4,500,000. 





Plan New Virginia Company 


In the event that plans for the launch- 
ing of a life insurance company in Vir- 
ginia on a mutual basis materialize, it 
is understood that the promoters pur- 
pose soliciting business through adver- 
tising and by mail without the aid of 
agents. It was planned to name the 


company the Virginia Mutual Life In- 
surance Company but it is said that the 
state corporation commission did not 
look with favor upon such a name be- 
cause of its similarity to that of the Life 
Insurance Company of Virginia. It is 
understood that whether or not the com- 
pany is to be launched will be deter- 
mined definitely at an early date. Only 
ordinary business would be _ written, 
according to plans under consideration. 


Aetna Life’s Dallas School 

The Aetna Life office at Dallas, Tex., 
will conduct a series of night classes for 
agents, which will begin Oct. 31 and 
continue for six weeks. E. F. White is 
chief instructor, the other instructors 
being W. G. Harris, J. L. LaPerelle and 
F. H. Goodman. The school will be 
open to agents of any company without 
cost, it is announced. 


Jay Chappell & Co. Expands 

Jay F. Chappell & Company of Miami, 
Fla., has just purchased the insurance 
department of the Real Estate Guaranty 
Title & Mortgage Company. The firm 
has also taken into its organization 
W. W. Baker, who has had a number of 
years’ experience in life insurance in 
Chicago and Detroit, and I. B. Green, who 
has been in the fire insurance business 
in Kentucky for some years. 

The firm has also increased its tornado 
facilities and added a number of new 
companies to the office. 

Mr. Chappell, president of Jay F. 
Chappell & Company, Chicago, is in 
Miami effecting consolidation of the 
named concerns above. 
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“Ad” Campaign Successful 


Successful results from an experimen- 
tal direct-by-mail advertising campaign 
conducted by the Western States Life 
during the summer months has led to 
the preparation of a more extensive 
campaign. A check-up of the results of 
first drive, in which 23 agents reported, 
showed that there were 802 letters sent 
out, from which 615 calls were made, 
resulting in 215 interviews. Twelve cases 
were closed on the first interview, 20 on 
the second interview and 21 on the third 
interview or later. The amount of busi- 
ness actually closed as a result of the 
letters totaled $181,500. 


Aldrich on Coast Trip 


Harry E. Aldrich, vice-president of 
| the Equitable of Iowa, is on a Pacific 
| coast visit to his company’s agencies, 
| during which he will cover Los Angeles, 
| San Francisco, Portland and Seattle. 








Fiancee Wins Insurance Suit 


A Salt Lake City girl has been award- 
ed $400 and costs in a suit against the 
father of the young man she was to 
marry, who she claimed had promised 
her fiance shortly before he died that he 
would see that she received $1,000 from 
a life insurance policy of $1,500. The de- 
ceased took out the policy in the Ke- 
liance Life a few months before his 
death. It was claimed that the father 
took the policy from his son’s effects 
and prevented any change in the bene- 
ficiary. The defendant denied interfer- 
ence with the policy and also denied that 
his son had ever expressed a wish that 
the fiancee receive a part of the policy. 
Witnesses for the plaintiff, including her 
mother and a brother, the latter the 
agent for the company, testified that 
after the death of the insured, defendant 
admitted the fiancee was entitled to $400. 


Equity Life Buys Building 

The Equity Life of Omaha, Neb., has 
sundeanal a building at 2055 Harney 
| street for a home office and will occupy 
it within a short while. 





SERVICE CO-OPERATION 


is our re for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


and 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 


St. Paul Minnesota 


Cc. D. MAC LAREN M. A. NATION 
President 


Vice President and General 




















| W. L. MOODY, JR. W. L. MOODY, Ill 
President Vice President Secretary 
SHEARN MOODY T. L. CROSS 
Vice President Vice President 


AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS y 
$423,968,907.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 






































YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 20 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual, 


Address C-9 
Care The National Underwriter 
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Dear S 
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Argument 


—and lose the sale. 
That's 
nine times out of ten, 
isn’t it? So why argue? 
Our salesmen — 


Don’t Argue 


—and I'll tell you why. 
They don’t have 
because they always use 
our— 


when talking to their 
prospects — then too 
they have— 


ABRAHAM LINCOLN LIFE 
INSURANCE COMPANY 


(Formerly Mutual Life of Illinois) 
Home Office 


ee OS A A ST TT 
F. M. FEFFER ; | 
Vice-President & Agency Director 
Abraham Lincoln Life Insurance Co. 
Springfield, Illinois 


WwW ill you kindly send me 
regarding territory in: 


() ILLINOIS 


SJ IOWA 
[] MICHIGAN 
f] MISSOURI 
(© OHIO 


PPNPV2eeNE 


aA 
ax 
My, Mali \ 


happens 


what 


to— 


Sales Book 


Non-medical 

Monthly Premium 
Juvenile Policies 

Payor Insurance 

Salary Savings 
Participating 

Non- Participating 
Sub-Standard 

Female Insurance 

Sales Promotion Dept. 
Educational Course 
Direct Mail Advertising 
Salesman’s Folio 

School for General Agents 


Springfield, Illinois 
H. B. HILL, President 








Sir: 
information 
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RIGHT TO BRING SUIT DENIED 





United States Court Holds Recovery by 
Beneficiary Prevented by Fact of 
Insured’s Intoxication 


RICHMOND, VA., Oct. 18.—United 
States Circuit Court of Appeals in af- 
firming a case here this week from Big 
Stone Gap, Va., involving a contest over 
accident policies issued by the Provident 
Life & Accident and the Employers In- 
demnity, held that the right of a bene- 
ficiary to sue under such policies is for- 
feited when the driver of an automobile 
is injured or killed in an accident while 
operating the car under the influence of 
intoxicants in violation of a state law. 

The opinion is said to have been the 
first ever rendered by an appellate court 
in a contest over the “law violation” 
clauses in insurance policies. The poli- 
cies in question were issued to T. H. 
Flannagan of Clintwood, Va. While 
driving a car from Haysi to Clintwood 
he ran over an embankment and was 
fatally injured. Evidence showed he 
had been drinking heavily before begin- 
ning the drive. His widow brought suit 
for recovery on the policies when the 
companies refused to settle on the 
ground that he came to his death as a 





TIGHTENING UP ON “NON-CAN” 





Companies Now Find It Necessary to 
Adopt More Strict Underwriting 
Rules 





When some of the accident and health 
companies first began to write non-can- 
cellable accident and health, their selec- 
tion was altogether favorable to the 
companies, since the agents called only 
upon the best prospects. The business 
had to be sold. The agents had the op- 
portunity to go to those who were con- 
sidered good prospects financially and 
physically. As the non-cancellable busi- 
ness has been known now for several 
years, business men have become ac- 
quainted with its good points and its 
advantages and in many cases have 
called upon the agents for the coverage. 
The result is that selection has not been 
so favorable for the companies. 

In this situation, now existing, the 
companies have had to begin promul- 
gating underwriting rules which would 
enable them to weed out those appli- 
cants for non-cancellable accident and 
health insurance who would unfavorably 
affect the loss ratio. The consequence 
is that companies are beginning to 
tighten up on the amounts which will 
be written as well as upon the medical 





result of violating the Virginia law pen- 
alizing persons for operating automo- | 
biles while intoxicated. The lower court 
directed a verdict for the companies. It 
is now affirmed by the higher tribunal. 





Short-Term Disability Policy Issued 


To provide indemnity for the 90-day 
waiting period usually prescribed in the 
disability feature of life insurance con- 
tracts the Massachusetts Accident is is- 
suing a disability contract which pro- 
vides for indemnity only for 90 days and 
in amounts of $30 monthly as the mini- 
mut and $200 monthly maximum. The 
policy will not be issued unless a life 
policy is issued at the same time. It is 
effective for accident as soon as issued 
and for sickness from 10 days after is- 
suance, provided the first premium pay- 
ment has been made. Indemnity begins 
after the eighth day of disability. 

Annual rates are: Class A, $3.30 for 
each $10 of monthly indemnity; Class B, 
$3.90; Class C, $4.80. Premiums are pay- 
able on the quarterly, semi-annual and 
annual basis. 


—_——_—- 


Erecting Branch Office Building 


The Supreme Life & Casualty of Co- 
lumbus, O., is erecting an office building 
at 612 West Ninth street, Cincinnati. It 
will be used as a branch office for the 
Columbus company. It does not contem- 
plate moving its home office headquar- 
ters. 





Accident Notes 


The Equitable Life & Casualty has 
been licensed in Oklahoma with H. B. 
Barton as state agent. 

R. L. Reed of Sioux City has been ap- 
pointed district manager for the Guar- 
antee Fund Life for northwestern lowa. 

James L. Braden, with the Mutual Life 
of New York in Madison, Wis., is moving 
to Hollywood, Cal., where he will repre- 
sent the same company. 





examination requirements. Some of the 
companies issue policies for the limit of 
$500 a month only upon the most rigid 
investigation and others are requiring 
two medical examinations with micro- 


| scopic uranalysis in order to safeguard 
| their selection under these policies. 
' companies using these methods in the 


The 


sale of non-cancellable insurance declare 
that they want the business on their 
books just as much as in the beginning, 
but that these restrictions have been 
made necessary in order to safeguard 
themselves against applicants who are 
seeking non-cancellable insurance. 





Aviation Cover in Demand 


NEW YORK, Oct. 19.—Accident under- 
writers report a growing call for avia- 
tion covers, and the majority of the 
companies are granting them, some far 
more freely than others. The indemnity 
is furnished only to passengers traveling 
from one designated point to another 
along established air routes, and when 
the planes are in charge of licensed 
pilots. The amount of the protection is 
restricted to single indemnity. The rates 
charged are standard, no excess pre- 
mium being required. 





Hold Death Result of Accident 


MILWAUKEE, Oct. 18—Metropolitan 
Life lost the case brought against it by 
heirs of Lorenz Borosich of Milwaukee, 
as the Wisconsin supreme court refused 
to reverse the decision of the lower 
court. The suit involved an accident 
policy for $5,000. The supreme court af- 
firmed the decision of the lower court 
that while Borosich died of pneumonia, 
his death was indirectly due to an in- 
jury to his spine received in an automo- 
bile accident some months previous. 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 
Digest’ and ‘‘Little Gem,”’ 


PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Published Annually in May and April respectively. 


Supplementing the ‘Unique Manual- 

















CHANGE AVIATION PROVISION 





Equitable Life of Iowa to Remove First 
Year Restriction in Future 
Policies 





NEW YORK, Oct. 19.~—In line with | 
the movement toward the liberalization | 
of policies in regard to aviation, the 


Equitable Life of Iowa announces that | 


in the next edition of policy contracts 
the company will eliminate the aviation 
clause which limits the amount payable 
in case, of death during the first policy 


| year resulting from participation in air- 
plane flights. cor 
| pany will not enforce such restrictive 


In the meantime the com- 


clauses on policies issued since June 1 
this year. 

But the company, it is announced, is 
not thereby modifying its underwriting 
practice regarding aviators and others 





Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


ee) 


Name 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 


Chicago 











ch 
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LIFE INSURANCE EDITION 








will now be issued on the lives of chil- 


making a practice of flying, even as pas- 


sengers. “Such applicants are still un- | dren from ages 1 day to 14 years under 
acceptable,” according to the announce- | t®* 20-payment life, endowment at 85, 
7 “a. zs . . single premium life, single premium en- 
ment, “but we will make no objection dowment and various term endowments. 


to accepting applicants who occasionally 


On all forms policies issued at age 5 or 
fly as passengers over regularly estab- | over pay the full endowment value in 
lished air routes. case of death. Policies issued at ages 


Under the new ruling, however, the | under 5 pay the full amount in case of 
aviation clause applicable to disability death at age 5 or over, but in case of 
and double indemnity remains un- death before the policy anniversary on 
changed If an insured becomes dis- which the attained age is 5, the amount 


of death benefit payable 
ward. 


: - is graded down- 
abled or dies as a result of an airplane a? 9 ‘life pe 


flight, claims for disability and double 


Premiums on the 20 pay en- 














I ‘ 4 dowment at age 85 form are as follows 
indemnity can not be admitted, per $1,000 per year: 
. Age Prem Age Prem Age Prem 
Montana Life 0 $21.23 5 $19.68 D $19 81 
Announcement has been made by the 1 4 74 S +4 oe + 19 96 
. . : 2 20.4 ‘ ‘ 2 20.14 
Montana Life of a series of juvenile poli- 3 20.38 8 19.54 13 20.33 
cies for children under age 15. Policies 4 20.01 9 19.65 14 20.51 
] 
] 
WITH INDUSTRIAL MEN 
COOPERATION ON THE DEBIT | exists, either active or latent; but, while 
oe the need for insurance may be said to 
Danger in Competitive Soliciting Meth- be almost universal, the demand, in the 


form of a desire on the part of the indi- 
vidual sufficient to cause him to seek it 
voluntarily, or take it readily when 
given the opportunity, is practically nil 


ods Emphasized in Address to 
Industrial Insurers 


The dangers to the business involved 
in competitive soliciting methods were | 
outlined at the meeting of the Industrial 


Confidence Major Factor 


“One of the most important points in 
creating this desire is to establish con- 











Insurers Conference in St. Louis this | ‘ ne - 
week by P. I Hay. of the Bankers fidence in life insurance as an institu- 
Health & Life, who pointed out that. 0", as well as confidence in the agent 
industrial men, in a sense, create their | 224 the company which he represents. 
business. “In almost any other kind of This can not be done by criticism of 
= -” - 8 6 , | other companies and their agents. It 
business,” he said, “the demand already omp $ gent 
WANTED—TEXAS STATE AGENCY 
| For Life, Health and Accident § Insurance by 
y > | father and son, ages fifty and twenty-four bee | 
ie | known over the entire state Can furnish best « 
moral and financial references Our desire is 
That question is in the mind of every am- | | become associated with strong Company, and butld 
bitious man. It’s in your mind. . ee Siete _— . 
lf the answer does rot satisiy, it will pay you . 


P. A. Bywaters, 
308 American Exch. Bank Bidg., 


to learn the advantages of a life underwriting | 
Dallas, Texas 


contract with Fidelity. 
Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 








plan. It operates in forty states on a full level | 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. | 
More than 36,000 direct leads a year | 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WANTED 


Position with a Home Office or large 
|! agency by man with 8 years of broad 
| Field and Home Office experience. 
Cleveland territory preferred. Ad- 
dress C-24, care The National Under- 
writer. 








Walter LeMar Talbot, President 








' have 


even has an entovenite effect upon a 
prospect to destroy his confidence in a 
company which might not be worthy of 


confidence, and if a company can not be | 


favorably spoken of, it is best for the 
agent to diplomatically change the sub- 
ject, if he can do so without injustice 
to the prospect.” 

Stabilize Social Conditions 


Outlining another field in which there 
is especial opportunity for cooperation 
between agents of competing companies, 
Mr. Hay paid high tribute to the men 
who comprise the field force of the com- 
panies writing industrial insurance in 
this country: “No body of men is do- 
ing more to stabilize social and indus- 
trial conditions in America than these 
men. In daily contact with that class in 
which propaganda inimical to our most 
cherished institutions find its most fer- 
tile soil, the work of the industrial life 
insurance agent is indirectly, but surely 
and steadily neutralizing the disturbing 
effects of extreme radicalism, and in time 
this menace to our country will become 
harmless through a universally enlight- 
ened conception of the home and family 
idea. Get into the minds of men the 
ideal of a society 
family-loving people, and a desire to be 
a member of such a society, and you 
closed the entrance to those wild 
theories, which, in their practical appli- 
cation invariably tear down such a so- 
ciety as we, as American citizens, are 
pleased to think has reached a higher 
development in this country than in any 
other.” 

Answering suggestions that this was 
a topic for discussion at a gathering of 
field workers, rather than by company 
executives, he declared that business or- 
ganizations are reflections of those at 
their head and that if field men fall 
short of the proper standards the fault 
is primarily with the executives them 


| selves 


| 
| 


John Hancock Mutual Changes 


Superintendent A. T. Lynch of the 


John Hancock Mutual has been trans- 
ferred from the North Adams agency to 
the Fitchburg agency Assistant Super 
intendent Daniel Murphy of the Pitts 
field agency becomes superintendent of 
the North Adams agency 

Superintendent Frost is relieved of the 
responsibility of management of the 


of home-owning and | 
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on account of ill health 
Babineau, as- 
the Fitchburg 


Concord agency 
and is succeeded by A. J. 
sistant superintendent in 
agency 





LOCAL ASSOCIATIONS 


GIVEN GOOD SALES ANALYSIS 








| Cleveland Association Hears Two New 


York University Men Tell of 
Their Research Work 


CLEVELAND, O., Oct. 19.—Twenty- 
five thousand sales interviews which 


came under the personal observation of 
Professors Richard C. Borden and Al- 
vin C. Busse of New York University 
were the basis of a highly instructive 
dissertation by these gentlemen who 
spoke before some 700 members of the 
Cleveland Association and the Cleveland 
Advertising Club in a joint meeting. 
These two young professors set forth 
their deductions based on seven years’ 
intensive study of actual sales presenta- 
tions, pointing out the extreme impor- 
tance of observance of six cardinal prin- 
ciples of salesmanship, which are so 
obvious that they are usually brushed 
aside by the average salesman as deserv- 
ing of no particular consideration. 

Professor Busse listened in on prac- 
tically every sales presentation made be- 
fore the buying department of a New 
York department store for an entire 
summer and both professors sat as silent 
observers in dozens of other prominent 
eastern company offices when salesmen 
came to sell their wares. Their obser- 
vations came to the attention of the 
New York Evening Journal, which 
thought so favorably of their work, that 
it has arranged for syndicated articles 
and lecture tours as the media for dis- 
seminating the crystallized “dos” and 
“dont’s” of salesmanship. 

The general formulae have been set 
down by Professors Borden and Busse 
in six cardinal principles of salesmanship 
which help the salesman to win his sales 
argument. These are 

1 “Don't try to do all the talking 
yourself,” because your opponent soon 
ceases to follow carefully what you are 
saying, maintaining only a shallow sem- 





This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 











The Life Insurance Company of Virginia 
Incorporated 1871 
Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Halfi Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 
OHN G. WALKER BRADFORD H. WALKER 


hairman of the Board President 

















* 











AMAZING OPENING 


One of the most solid, pro- 
gressive companies writing life 
insurance, offers amazing oppor- 
tunities for men who are confident 
they possess organizing and sell- 
ing ability. A few of our amazing 
contracts will go to State Agents 
and General Agents who take on 
territory in Missouri, Iowa, South 
Dakota, Illinois and Minnesota. 
Do not answer this Ad if you can 
not give a guarantee of integrity. 
Recommendations are imperative. 
Give a condensed history of past 
connections in first letter. If pos- 
sible furnish a recent photograph. 
All applications will be treated 
strictly confidential, and contracts 
will be executed personally by the 
President. Address Lock Box 320, 
Lincoln, Nebraska. 











als a|e 
als THE a/;8 
: | UNITED STATES LIFE 
ou o See pportunity INSURANCE COMPANY 
In the City of New York 
H i s : | Organized 1850 Non-Particip iting Policies Only 
» Bo mmo sare anes for those who seek success and satisfaction | sii it Aenean Ree 
i | Good territ f I prod , under d rect contract 
During 84 years the first American legal reserve mutual life insurance Sanna CPPICE, 005-267 Pitt, Avenne.iow York City 
company has been served and built to greatness by men who found both | s/s 2 aie 
success and satisfaction in so doing. | sis =| = 


FLORIDA 


UNION NATIONAL 
INSURANCE CO, of FLORIDA 


ST. PETERSBURG 
MAX A. H. FITZ E. H. ROBERTS 
President Secretary & Actuary 
DR. JOHN L. DAVIS 
Executive Vice President 
and Medical Director 
AGENTS WANTED for Florida. 
Issues every desirable form of 
policy. Automatic reinsurance pro- 
vides for very large lines. Prompt, 


efficient service. 

Address: John C. Roberson, 
Vice-President and 
Agency Director, 
First National Bank Building, 
St. Petersburg, Florida. 














NATIONAL UNDERWRITER WANT ADS PAY = 


$5 One Inch, One Issue =“ 8 
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blance of attention, his mind becoming 
more and more preoccupied with the 
arguments on the other side of the ques- 
tion. 

2. “Don’t interrupt your opponent,” 
because interruptions unquestionably 
irritate your opponent, no matter how 
excellent or ‘red-hot’ a rebuttal you may 
have on your tongue’s tip. You are not 
trying to win a debate—you are trying 
to make a sale. 

3. “Avoid an argumentative attitude 
that is belligerently positive.” Cultivate 
earnestness of manner and suavity be- 
cause arguments are seldom won by 
belligerent speakers. 

4. “In the first half of an argument 
inquire rather than attack.” By so doing 
you induce your opponent to discharge 
practically all of his heavy ammunition 
during the first and indecisive half of 
the argument. Then by the time you are 
ready to launch your main attack in the 
concluding phase of the argument, your 
opponent's defenses are completely un- 
covered. 

5. “Restate clearly and vigorously in 
your own words the gist of each argu- 
ment your opponent advances—as soon 
as he advances it.” This is a great time 
saver and will prevent the interview 
from rambling. Restate objections even 
more forcibly than your opponent has 
advanced them. 

6. “Identify your main argumentative 
attack with one key issue—then stick to 
that issue. Don’t digress.” Waive points 
not relevant to the key contention. Con- 
cede their truth either unconditionally 
or for the sake of argument. Keep 
hammering at the key issue. 

Announcement was made by E. A. 
Darmstatter, president of the Cleveland 
association, that definite arrangements 
have been completed to bring the man- 
agers’ school of the Life Insurance Sales 
Research Bureau to Cleveland for a ses- 
sion beginning Nov. 29 and ending 
Dec. 2. 

x *k * 

Baltimore — Ralph Sanborn of New 
York was the guest of honor and princi- 
pal speaker at a monthly meeting of 
the Baltimore association last week. 
The meeting was preceded by a dinner. 
Mr. Sanborn spoke on the topic, “Is Good 
Will a Financial Joker?” Calvin Chesnut 
spoke on “The Legal Aspects of Busi- 
ness Life Insurance,” and Waldo New- 
comer, chairman of the board of direc- 
tors of the Baltimore Trust Company, 
talked on “The Banker's Aspect of Busi- 
ness Life Insurance.” Approximately 175 
persons attended the meeting. Frederick 
'. Mason, Jr., president of the associa- 
tion, presided, 

: = = 

Boston—The first fall meeting of the 
Boston association was scheduled for 
Thursday of this week. On the an- 
nounced program of speakers were Lloyd 
K. Allen of the Union Central Life, na- 
tional committeeman for the Boston as- 
sociation; John P. Muir, executive secre- 
tary of the association; William Ittman 
of the Aetna Life; William E. Collins of 
the John Hancock Mutual Life, and 
Tressler W. Callihan, educational direc- 
tor of the John Hancock Mutual Life. 

* * * 

Council Bluffs, Ia.—Ralph Turner, trust 
officer of the City National Bank of 
Council Bluffs, Ila, was recently host at 
dinner to 26 life underwriters of the city. 
Albert Journet of Chicago spoke on “The 
Insurance Trust.” As result of the meet- 
ing it was voted to organize an asso- 
ciation of life underwriters in this city. 

_ = | 

San Francisco—For the purpose of con- 
tinuing the active campaign for the ap- 
prehension and elimination of the twister 
and rebater, President Arthur S. Hol- 
man of the San Francisco association 
has appointed a good practice commit- 
tee, headed by E. H. Lestock Gregory 
of the Aetna Life. Some good work 
was recently accomplished by the joint 
efforts of the San Francisco and East 
Bay (Oakland) associations and it is for 
the purpose of continuing this work of 
cleaning up a condition which has be- 


come troublesome that the good practice 
cemmittee has been appointed. 
* * * 

Pontiac, Mich.—Substitution of Guy A. 
Reem, first vice-president of the Detroit 
association, as speaker before the Pon- 
tiac association last week followed an- 
nouncement that Robert M. Ryan, presi- 
dent of the Detroit organization, would 
be unable to attend. A golf tourney, 
followed by a banquet, preceded Mr. 
Reem's address. 

x * * 

Springfield, Tll.—Walton L. Crocker, 
president of the John Hancock Mutual 
Life, was the guest of the 
Luncheon Club Thursday and spoke on 
“Money vs. Life.” Members of the 
Springfield Association of Life Under- 
writers joined with the Mid-day club 
at the event. Mr. Crocker came here 
from West Baden, Ind., where he had 
been attending a meeting of the board 
of directors of the United States Cham- 
ber of Commerce. 

*x* * * 

New Orleans—Hugh D. Hart, vice- 
president of the Penn Mutual Life, was 
guest of honor of the Louisiana Asso- 
ciation of Life Underwriters last Tues- 
day. He was instroduced by the presi- 
dent, Miss B. B. McFarlane of the Pan- 
American Life. He made a plea for more 
efficiency in production activities and 


spoke of the high esteem in which 
agents are now being held and what 
they can do further to cement their 


good relations with the community. 
*x* * * 

Champaign, l1.—C. H. DeLong, vice- 
president of the Illinois State Associa- 
tion, has announced that arrangements 
have been completed to hold an all-day 
meeting in Champaign Nov. 4 to be 
known as the “Central Illinois Sales 
Congress.” Large delegations have been 


Mid-day | 








assured from Decatur, Springfield, Dan- 
ville and other cities. 

The speakers will be Darby A. Day, 
Chicago manager of the Union Central 
and president of the Illinois State Asso- 
ciation; Roger B. Hull, the recently 
appointed managing director of the 
National Association; and Herbert 
Hendricks, agency manager for the 
Equitable Life of Iowa in Decatur. The 
acceptance is pending of another promi- 
nent speaker of national reputation. 

*x* * * 

Peoria, 111.—Charles Hommeyer, super- 
intendent of agencies of the Union Cen- 
tral, and Roger B. Hull, managing di- 
rector and general counsel of the Na- 
tion association, will be the headliners 
at a big meeting the Peoria association 
is planning to hold Nov. 4. 

*x* xk * 

Chicago—Plans are being completed 
for the big “Sales Round-Up” the Chi- 
cago association will hold Nov. 3 in the 
La Salle hotel ballroom. 

Speakers of national reputation have 
been secured, and preparations are being 
made to handle another record-breaking 
attendance. The last sales congress in 
Chicago brought out over $00. 

The round-up will open at 9:30 a. m. 
with a keynote sales talk by K. A. 
Luther, vice-president of the Aetna Life. 
He will be followed by Dr. G. M. Love- 
lace, vice-president of the New York 
Life; T. W. Callihan, 
tor of the John 
Nathaniel Seefurth, a 


Mutual; 
expert on 


Hancock 
local 





“As a result of this insurance, the 
bonds are called. The other security 
that was held against the bonds is re- 
leased, leaving the company not only in 
good liquidated form but with no out- 
standing obligations other than capital 
stock. The investors in the bonds are 
paid off and have run no risk of de- 
preciation of their investment. In fact, 
the bonds are called in series from 101 
to 105.” 

e * 


STEDMAN ISSUES WARNING 


“The wine of success and prosperity 
has gone to your heads,” the recent an- 
nual convention of the Investment 
Bankers Association of America was 
told by Vice-president John Stedman of 
the Prudential, financial executive of the 
company in charge of buying securities, 
which yearly average hundreds of mil- 
lions. Asked to speak by the bankers 
in order to give them the point, of view 
on their business held by the “man on 
the other side of the fence,” Vice-presi- 
dent Stedman gave warning to the 
security underwriters and distributors 
not to allow themselves to be dominated 
by the interests of the large borrowers 
to the injury of investors. ‘“Considera- 


educational direc- | tion for the requirements of the in- 


| vestor, especially the long-term institu- 


| tional 


business and corporation insurance, and | 


another speaker of national prominence 
to be announced next week. 

Clinton F. Criswell, managing direc- 
tor of the association, promises some 
surprise features in connection with the 
round-up that will 
much to the interest and value of the 
program, 











AIDS TORNADO VICTIMS 


As soon as word was received here 
last week of the disastrous tornado that 
ravaged St. Louis last week, the Me- 
tropolitan Life through Assistant Secre- 
tary E. O. Wieters instantly wired D. 
Ross Metzger, superintendent of agen- 
cies in the district, granting him author- 
ity to waive all formalities in the 
settlement of all industrial insurance 
claims as a result of the tornado. 


a= 
GROUP BENEFITS 
How the many large group covers 


written in the Pittsburgh industrial dis- 
trict are actually working out in prac- 


tice was illustrated to the writer re- 
cently by M. J. Donnelly, of the E. A 
Woods agency of the Equitable Life 


of New York, who led the entire field 
force of the company last year in pro- 
duction both in the ordinary and group 
departments, writing some $37,000,000 
in group policies. Citing the example 
of the Carnegie Steel, which he wrote 
over a year ago for $84,000,000 on a 
group basis, he pointed out that 315 
claims had already been presented and 
paid for a total of approximately $500,- 
000, or an average payment of about 
$1,500 per claim. In practically every 
case this $1,500 was the only insurance 
received by the worker’s beneficiary. 
. + 2 

VALUE OF BUSINESS INSURANCE 

A document of utmost interest to the 
life insurance fraternity and the insur- 
ing public is the following letter to Ives 
& Myrick, general agents here of the 
Mutual Life of New York, from Rod- 
erick Pirnie, general agent of the Berk- 
shire Life at Springfield, Mass., and 











AS SEEN FROM NEW YORK 


BY G. F. WILLISON. 





president of the Roderick Pirnie Estate 
Service: 

“I am handing you herewith Pol. No. 
3704715, together with proofs of death 
on this case made by the American 


undoubtedly add | 


Trust Company as trustee for the pro- | 


tection of debenture bonds issued by 
the B. T. Harris Corporation (Stam- 
ford, Conn.) of which Benjamin Harris 
was president, principal stockholder and 
dominating factor. 

“You will recall my placing this policy 
with you last year, at which time I 
placed $400,000 more in the following 
companies: Massachusetts Mutual, Berk- 
shire Life, Aetna Life and Mutual Life 
of New York. Last December I placed 
$500,000 more on Mr. Harris’ life as fol- 
lows: John Hancock Mutual, Connecti- 
cut Mutual, National Life of Vermont, 
Guardian Life and Prudential. This 
$1,000,000 was all payable to the Amer- 


| ican Trust as trustee for the debenture 


bonds. 

“In addition, the Harris company took 
$300,000 to protect the other corporate 
interests in the event of Mr. Harris’ 
death. Mr. Harris was the prime fac- 
tor and brain power in the development 
of this corporation. The bankers, Wil- 
liam C. Simons, Inc., in selling the 
bonds of the corporation, insisted upon 
$1,000,000 of insurance being carried on 
his life to protect the bonds in addition 
tc the property, realizing that it would 
be very hard to liquidate the property 
in the event of Mr. Harris’ unexpected 
death. 

“In addition to the above mentioned 
insurance, Mr. Harris carried about 
$250,000 for the benefit of his family. 

“On Sept. 22, while fishing on a lake 
near Brewster, N. Y., the boat capsized 
and Mr. Harris was drowned. 





investor, will in the long run 
prove the best paying proposition,” he 
said, pointing out the dangers resulting 
from competitive bidding for new issues. 


Chamber Directors Meet 


The board of directors of the U. 
Chamber of Commerce met at West 
Baden, Ind., last week. The insurance 
advisory committee also had a delegation 
on hand. H. A. Smith, president of the 
National Fire of Hartford, one of the in- 
surance directors, was present. James S. 
Kemper of Chicago, president of the 
Lumbermen’s Mutual Casualty, was un- 
able to be at the meeting. The two 
insurance men on the board who are 
directors from their respective regions, 
Walton L. Crocker, president of the 
John Hancock Mutual Life, and L. Gil- 
bert Leigh of Little Rock, were on hand. 
Other members of the committee pres- 
ent were George D. Markham of St 
Louis, F. Highlands Burns, president 
of Maryland Casualty, and Attorney Lin- 
coln of the Metropolitan Life. James L. 
Madden, third vice-president of the Met- 
ropolitanLife and former manager of the 
insurance department of the United 
States Chamber, attended the meeting. 

The committee considered 60 odd ap- 
plications for the managership of the in- 
surance department of the Chamber, va- 
cant since the retirement some months 
ago of James L. Madden to accept a 
vice-presidency of the Metropolitan 
Life. 

The sub-committee made its recom- 
mendation to President L. E. Pearson, 
who will likely announce his choice 
within a few days. Mr. Madden was 
present at the conference and served as 
secretary to the committee members, all 
of whom were pledged to secrecy as to 
the name of the favored applicant for 
the managership, leaving announcement 
thereof to President Pearson. 





Ladue Made Superintendent 


Frederick W. Ladue has resigned from 
the New York office of the Travelers to 
become superintendent of agencies for 
the Brooklyn National Life, succeeding 
L. Woodruff Ward. Mr. Ladue has been 
with the Travelers for the past nine 
years, having been engaged in agency 
work for the company in New England, 
the south, New York state and the met- 
ropolitan district. 
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Functions of Business Life Insurance 
Are Outlined and Shown as One 


Great Service Giving Institution 


The International Life in one of its 
weekly bulletins calls attention to some 
of the functions of business insurance. 
It treats the subject in a comprehensive 
way and furnishes the main arguments 
that agents can use. The International 
Life says: 

There are three great fundamental 
uses or services of business insurance. 

1. It indemnifies a business concern 
against the shocks resulting from the 
loss by death of its greatest asset: the 
human life value of those who are re- 
sponsible for its success. 


2. Business insurance, both at the | 


death and during the lifetime of the in- | 


sured, serves aS a promoter and sta- 
bilizer of credit and as a source of emer- 
gency cash which may be had without 
publicity and at normal rates of interest. 


Proceeds Give Cash to 
the Surviving Partners 


3. Business insurance, at the death of 
the insured, provides the surviving asso- 
ciates with immediate cash to purchase 
the interest of the deceased, thus leaving 








the control in the hands of survivors 
free from the restrictions, annoyances 
and entanglements which would result 


if an attempt were made to continue in 
business with the deceased’s estate. At 
the same time, such an immediate pur- 
chase of the deceased's interest benefits 
his estate by providing a ready market 
for his interest in the business in return 
for cash—an item which is vital in the 
effective settlement of any estate. 

It will be advantageous for the under- 
writer to fix clearly in his mind these 
primary functions of business insurance. 
With a clear understanding of what they 


involve, he will have no difficulty in 
further grouping the minor functions 
land by-products about these funda- 


mental conceptions. 
Furthermore, in practically every sale, 


| one or more of these primary ideas will 


have to be discussed at length in rela- 
tion to the particular problems of the 
concern in question. Hence, a thorough 


| functions 


grasp of these basic uses is absolutely | 


essential from the selling standpoint. 
We shall list below a series of 


Builders 
of 
Business 


If you have not used 
Kaufmann Systeman 
Security Holders you 
have a pleasant surprise 
awaiting you. For Kauf- 
mann Wallets will help 
you build business just 
as it is building busi- 
ness for hundreds of 
others. 


The Kaufmann Wallet 
is the best leather con- 
tainer on the market 
designed to provide a 
place for insurance poli- 
cies, bonds and other 
valuable papers. 


Until you have used it 
to deliver those extra 
policies you have not 
made use of the big- 
gest dollar for dollar 
life insurance business 
builder on the market 
today. 


The standard size is $2.25 
and the large size, $3.15 
Quantity rate gladly fur- 
nished om application 
Other wallets from 6sc to 
$5.00. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Boulevard 
CHICAGO, ILL. 
Telephone Wabash 3833 


the 











| Rages, 


or uses of business insurance 
which apply to almost any kind of busi- 
whether in the corporate, 


ness concern 
individual 


partnership 
form. 


Protection Against Shock 
And Loss Caused by Death 


1. Business insurance furnishes cash 
to indemnify the concern against the 
loss by death of its most valuable asset 
namely, brains and specialized ability 

2. Business insurance thus safeguards 
the capital invested against the loss and 
shock following the death of key men. 

} insurance provides cash 


or 


3. Business 
at death to attract new brain power to 
take the place of the deceased 

4. Business insurance protects en- 
dorsers of the firm’s paper by furnish- 
ing cash to pay debts which would be- 
come payable on account of the death 
of a valuable man. 

5. Business insurance, payable to the 


business and taken upon the life of a 
debtor, an endorser of the firm’s paper 
or a financial backer protects the firm 


against the loss which might be incurred 
at the death of such men. 


Business Insurance Gives 
Cash to Pay Debts 
6. Business insurance furnishes cash 


to immediately pay off any notes, mort- 
bills tor merchandise or other 


organization | 


obligations, payment of which might be 
pressed on account of the death of the 
insured 
7. Business insurance furnishes 
at death to offset any resulting deprecia- 
tion in the value the business as a 


cash 


ot 


| going concern, thus allowing the plant 
| to be sold at leisure upon a profitable 


| by 


basis 

8. Business insurance offers the one 
correct and effective method of financ- 
ing future cash requirements made 
necessary by death. Instead of draining 
the assets and straining the credit in 


order to provide this cash when death 
occurs, business life insurance offers the 
unique financial arrangement whereby 


a sinking fund can be set up to furnish 


cash when the need arises whether this 
be days or decades hence—and all this 
the simple expedient of an annual 


payment of from 2 to 4 percent upon the 
estimated amount of cash to be required, 


Business Insurance Can 

Not Be Held an Expense 
not 
if the in- 


insurance 15s an ¢xX- 


9. Business 
because 


pense but is a saving 
sured dies, the amount paid is consid- 
erably greater than the premiums in- 


vested and if the insured lives the yearly 
increase in the cash surrender values 
after the first few years is greater than 
the current premiums paid 

10. Business insurance safeguards the 
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The Mark of a 
Successful Agent 


Keenness to use every opportunity to 
be useful is a characteristic of most suc- 


cessful agents. 


Every business man is vitally inter- 
ested in suggestions for strengthening 


his business. 


The agent who can suc- 


cessfully explain the functions of busi- 
ness insurance becomes a trusted adviser. 


The Connecticut General’s legal de- 
partment assists its agents to qualify for 


rendering this 


valuable 


service. For 


booklet on this subject write the Con- 
necticut General Life Insurance Com- 
pany, Hartford, Conn. 
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ACTUARIES 








CALIFORNIA 





Barrett N. COATES 
CONSULTING 
ACTUARY 
954 Pine Street - - San Francisco 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
100 N. La Salle St. 
Telephone 7236 
CHICAGO, ILL. 








HEY R. CORBETT 


Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 


NEW YORK 





codward, Fondiller and Ryan 
Consulting Actuaries 

owe Gervign in all branches of In- 

Pension amina- 

tions and ‘Appraisals—-Statistical “Bervice and 

Installations — Companies and | 











managed under contract — Office 
tions — Insurance A 
Audit: 
75 F Street New York 
OKLAHOMA 
J. McCOMB 


e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
von etc., Calculated. Valuations 
Examinations Made. Policies 
Pm all Life Insurance Forms Pre- 
red. The Law of Insurance a 


Cues Bldg. OKLAHOMA CITY 











insured does not die, for the purpose of 
retiring stock or bond issues, mortgages, 
etc., or for the replacement of buildings, 
machinery or equipment. 

6. Business insurance, through the 
constantly increasing cash and ioan 
values of the policies during life, makes 
it possible to create a uniquely valuable 
sinking fund of emergency cash which is 
the requirement of every modern bus?- 
ness. The particular advantages of this 

















A. GLOVER & CO. 
* Consulting Actuaries 
23 South La Salle Street, Chicago 
Life Insuramce Accountants 
Statisticians 











INDIANA 





Hien , DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 











H ARRY C, MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, LNDIANA 











IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
24 Argyle Bidg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








NEW YORK 





Ag te 9%. Bovees & Sea 


CONSULTING 
ACTUARIES 
W. sth St. New York City 
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during the emer- 
immedi- 


credit of a concern 
gency period of readjustment 
ately following death. 

11. Business insurance benefits the 
community and the employees by pre- 
venting the dissolution of the business 
on account of death, thus continuing the 
employment of associates who might 
otherwise find it difficult to make a sat- 
isfactory connection. 


Functions of Business Insurance 
During Life of the Insured 


We follow with a list of the major 
benefits resulting from business insur- 
ance even though the insured officer, 
employee, partner or proprietor does not 
die but lives out his normal span of use- 
fulness to the concern. 

This is an astonishingly imposing list 
of benefits and should never be lost 
sight of by an underwriter. Under no 
circumstances, is business insurance an 
exclusively “die to win” proposition. 

1. Business insurance safeguards the 
reservoirs of cash and strengthens the 
credit of the concern carrying it in the 
following ways: 

a. By creating a favorable impression 
upon the banker because of its indica- 
tion of foresight and caution. 

b. By providing, through the loan 
values of the policies, a separate source 
of borrowing power when other avenues 
of credit may be closed. 

c. By furnishing assurance that the 
policies may be borrowed upon in cases 
of emergency at reasonable interest 
rates stated in the policy contract. 

d. This ability to borrow upon the 
business insurance policies may save the 
concern from the danger of having to 
borrow from bankers or individuals who 
are seeking to get control of the com- 
pany. 


Confidence Is Inspired 
in the Investors 


2. The carrying of business insurance 
inspires the confidence of possible in- 
vestors who otherwise might be repelled 
through fear of loss in case of the death 
of “key men” if not insured. 

3. The disability provision in business 
insurance policies makes it possible to 
continue the salaries of valuable men for 
life if they are totally and permanently 
disabled. 

4. Business insurance, through its 
loan values, provides cash with which 
to take advantage of opportune market 
conditions if the ordinary credit line has 
been ‘stretched to the limit. Similarly, 
such cash may be used under like condi- 
tions to buy out competitors, to offer 
special inducements to attract valuable 
mep, or for any other immediate and 
pressing need. 

5. Business insurance makes it pos- 
sible conveniently to establish a sinking 
fund to mature at once in case of death 
or at a definite time in the future if the 


emergency surplus over that consisting 
| of ordinary liquid assets are as follows: 
| a. The funds are secure beyond dan- 
ger of loss because of the guarantee con- 
| tained in the policy contract supported 
by the millions of assets of the insurance 
company. 

b. Such a reserve is entirely separated 
from the general assets or working cap- 
ital of the concern. 

c. It is always available even in times 
of financial stress. 

d. It is accumulated regularly be- 
cause of the compulsion exercised 
through the regular premium notices, 
etc. 

e. The funds are free from care and 
require no thought of reinvestment. 

f. Such a reserve is available without 
publicity. 

g. It is a concealed asset. 

h. It is constantly and regularly in- 
creasing without loss, due to the opera- 
tion of compound interest. 

i. It is available at a guaranteed low 
rate of interest. 


Sense of Loyalty Inspired 
in Insured Officer 


7. Business insurance inspires in the 
insured officer himself a sense of loyalty 
and enthusiasm which he might not 
otherwise have. The very act of insur- 
ing him is itself a definite expression 
on the part of his organization that they 
regard him highly. 

8. Business insurance upon the “key 
men” generally inspires loyalty also in 
junior officers and employees because of 
their feeling of security and confidence 
in the continuance of the business with 
which they are associated even in the 
case of the death of the prominent 
executives. 

9. Business insurance enables a firm 
to provide a definite retirement fund 
for officers or employees at an age when 
they will no longer be of use to the 
concern while at the same time, and by 
means of the same instrumentality, the 
business is protected against the death 
of these men if it should occur before 
the retirement age is reached. 

10. The carrying of business insur- 
ance by a firm has a tendency to attract 
to it high-grade men who feel a confi- 
dence in and loyalty toward a business 
which has thus provided for its continu- 
ance even though it should be deprived 
by death of its leading spirits. 


Survivors Can Retain 
Control of the Business 


The benefits of business insurance to 
the “close” corporation owned by a few 
men. 

1. Business insurance furnishes cash 
either to the corporation itself or to the 
surviving stockholders individually, with 
which to purchase from the deceased’s 
estate his share of the business, thus 
guaranteeing to the survivors their con- 
tinuation of management and control. 

2. Business insurance, by making it 
possible for the survivors to purchase 
the interest of the deceased, relieves 
such survivors of the embarrassment 
and danger of having to go into busi- 
ness with either the widow, children, 
atorneys or executor of the deceased 
who might seriously handicap the prog- 
ress of the firm or even wreck it either 
by tying the hands of the surviving 
stockholders or by demanding larger 
dividends, higher salaries, etc., than the 
conservative and sound conduct of the 
business will permit. 


Will Not Go to the 
Unfriendly Competitors 


3. Business insurance upon the lives 
of the stockholders of a “close” corpora- 





tion, taken under an agreement for the} 





survivors to purchase the stock of the 
deceased, will prevent the possibility of 
the estate of the deceased selling his 
interest to unfriendly or competing con- 
cerns. 

4. Business insurance on the lives of 
the stockholders of a “close” corpora- 
tion, through the agreement on the part 
of surviving stockholders to purchase 
the deceased’s interest, protects the fam- 
ily of the deceased stockholder against 
the depreciation of his interest in the 
business by providing for it a ready 
market at a definite figure previously 
agreed upon. 


Benefits the Family of 
Deceased Stockholder 


5. Business insurance further benefits 
the family of the deceased stockholder 
by giving the executor and the heirs 
what they need most at that time: 
namely, ready cash, which is furnished 
without delay, without publicity, with- 
out reduction in amount and without 
litigation. 

6. Business insurance for the benefit 
of the “close” corporation, by making it 
possible for the survivors to continue 
the business without interruption and 
without interference from the deceased's 
estate, thus perpetuates and maintains 
the value of the business as a going 
concern, which, in turn, means the pres- 
ervation of the market value of the stock 
of the survivors. 


MAY SEEK TO ORGANIZE 
INSURANCE WORKERS 


NEW YORK, Oct. 20.—It is reported 
that an attempt is to be made to unionize 
the insurance office workers in New 
York, starting with those in the office of 
the Metropolitan Life. In that office 
there are 10,000 employes, 7,000 of whom 
are women. The loca: to be used is the 
bookkeepers’, stenographers’ and ac- 
countants’ union, afhliated with the A. 
F. of L. It is planned to endeavor to 
establish the principle of collective bar- 
gaining and the payment of a $21 weekly 
minimum wage, instead of the $12 mini- 
mum. Also it will seek to secure pay- 
ment for overtime and appeal from sum- 
mary dismissals. 





Interesting Legal Point Raised 


Philip A. Payne, late editor of “The 
Daily Mirror,” published in New York, 
who presumably perished with the pilot 
and navigator of Old Glory when the 
plane floundered on its recent attempt 
to hop across the Atlantic, left an estate 
said to be valued at $100,000, including 
an unspecified number of life insurance 
policies with his wife named as bene- 
ficiary and reported to be approximately 
$30,000, it was learned this week when 
his will was filed for probate in New 
Jersey. The filing of his will for probate 
raises an interesting legal point, for the 
New Jersey law stipulates that where 
a physician’s certificate of death is not 
submitted, a person must be absent from 
home for at least seven years and all 
reasonable efforts to locate him ex- 
hausted before a legal presumption of 
death may be argued. 


Honored by Cooperative Clubs 


On the front cover of the September 
issue of “The International Coopera- 
tor,” organ of the Cooperative Club— 
International, appears a picture of Leo 
V. Anderson, of St. Joseph, Mo., an 
agent there for the Springfield Life and 
second vice-president of the Cooperative 
Club. Last year Mr. Anderson was pres- 
ident of the St. Joseph Life Underwrit- 
ers Association and is at present chair- 
man of the board of the organization. 


Company Seeks Term Business 


The Central States Life has asked its 
agency organization to produce $1,000,- 
000 of term insurance in addition to 
their regular business during the last 
quarter of 1927. The company has found 
that term insurance properly nursed de- 
} velops.into permanent insurance sales 
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The Direct Agency System a Success 
One Hundred Millions in Force 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (1934) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 


“TWO HUNDRED MILLION IN '32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
Cc. W. Branden, President D. E. Ball, Vice-President and Sec'y 








Round Out Your Service 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 


over: 
Any natural death ..........% 5,000 
Any accidental death ... 10,000 
Certain accidental deaths .... 15,000 
Accident Benefits ..... $50 per Week 


( Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





ALL IN ONE POLICY | 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town 
Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly, 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord New Hampshire 


| Inquire! ll 























THE HOME LIFE 


A Company of Opportunities 


* In a recent letter to the Agency Force, Ethelbert 


Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
life insurance service, but that 
it shall be a good Company to 
work for. I want it to offer to 
the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 


carry them.” 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY, NEW YORK CITY 











GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down—not out. 








When certain laudable results are 
obtained in any line of business, there 
must be a reason for them. 


You ask what is the reason for our 
success? It is the result of persistent 
effort—PLUS. If you, Mr. Agent, 
are interested enough to wish to know 
what the word “PLUS” implies in 
this connection, write me and I'll tell 
you. 


A. E. JOHNSON, AGENCY MANAGER 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 
Chicago, IIL. 


























“Turning 
Attention 
WP ars 


HE word ‘‘Advertising’’ (‘‘Advert— To turn to’’) is 
defined as ‘‘Turning Attention to’’ the thing you want 
to sell. 


The purpose of the Missouri State Life Newspaper Adver- 
tising Campaign now running bi-weekly in sixty-six leading 
newspapers throughout the country is that—and more. Its 
real purpose is to more effectively ‘‘sell” the name Missouri 
State Life to a nation-wide public and thereby make it easier 
for our representatives to sell more Missouri State Life 











Insurance. 


The campaign as scheduled for the last four months of the 
year has a circulation of over six and a half million for each 
of the eight insertions, making a total of 50 million mes- 
sages to be broadcasted in that time. 


In its 35 years this Company has made remarkable progress 
and now ranks 19th among the 348 Legal Reserve Life 
companies of the United States. In the past five years the 
Company has more than doubled its business in force and 
is rapidly nearing the ‘‘Three Quarter-Billion’’ mark. 
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We have some unusually attractive agency openings 
for men who appreciate real Home Office cooperation. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


Mt E SINGLETON, PRESIDENT HOME OFFICE, SAINT LOUWITS 




















A GREAT COMPANY DAILY GROWING GREATER 
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